NATIONAL 
UNDERWRITER 


Lise InAwiance Edition 


WHO WRITES WHAT? 
WE DO! 


Have you, as a broker, ever had trouble finding a juvenile policy which you 
could be certain would fill the bill ten or twenty years from now for your client and 
his child or grandchild? 


Northwestern National Life’s Elective Educational Endowment—better known as 
the Triple E—has the kind of built-in flexibility that makes your recommendation a 
sound one, come what may. For example: You presume the child will go to college 
and that $5,000 will be needed to help defray college costs. The Triple E endows for 
the face amount at age 18 and provides special monthly income options to help 


meet college expenses. 


But, if proceeds are not withdrawn at age 18, the policy immediately operates 
to provide a substantial lifetime estate for the child. The face amount automatically 
increases to $12,500 (at the very time he may be called for military service), and 
the premium drops sharply to only $7.99 per thousand. Then at age 25 (when he 
may be married and starting the family), face amount goes up to $25,000; the 
sharply reduced, premium stays the same, and the policy becomes a Life Paid Up at 
65. At age 65 the paid-up policy can be made to provide a substantial retirement 
income. A wonderful lifetime gift to a child! 





Issue ages 0 to 9: participating, automatic waiver of premium on insured ages 
15 to 60 with no extra charge, and waiver on the recognized applicant available to 
child’s age 25. Premiums may be discounted in advance at 22%. 


NORTHWESTERN NATIONAL LIFE 
OF MINNEAPOLIS 


4O years’ experience in brokerage sewice 


Twellth in a Series 
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Sometimes the man who sells Living Insurance looks like this 


Only a special kind of man is willing 
—even eager—to give his spare time 
to the Boy Scouts. The Equitable 
Life Underwriter is such a man. 

Again and again where good 
neighbors share the load in com- 
munity projects—Red Cross, PTA, 
Community Chest and many others 
—the Man from Equitable is a will- 
ing volunteer. After work, he shows 
the same spirit of service that marks 
his business day. 

As a life underwriter, he spends 
his working hours thinking of others 
— their hopes, their fears, their 


dreams. The Man from Equitable 
shows them how to turn these 
dreams into happy reality — with 
Living Insurance. This is modern 
insurance that stresses benefits for 
the living. Benefits for the policy- 
holder himself while he lives. If he 
dies, benefits for the family that 
lives on after him. 

This new Equitable concept of 
Living Insurance is dynamic — a 
real aid that simplifies the work of 
the Life Underwriter. It is a positive 
approach to selling that can lead to 
increasing sales volume. 


The Man from Equitable counts 
on a return that is more than money. 
It comes from the knowledge that 
more and more families live without 
fear of the future because of the 
Living Insurance he has sold them. 

This is the big reward of service 
—a reward that makes hard work 
worthwhile. 


LIVING INSURANCE 
by Equitable 


The EQUITABLE Life Assurance Society of the U.S. 
Home Office: 393 Seventh Ave., New York 1, N.Y. 
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Practice Conference 
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NEW YORK—It is anticipated that 
FTC within the near future will call 
a trade practice 
conference on its 
own motion for 
purpose of issuing 
advertising rules,” 
said Eugene M. 
Thore, general 
counsel of Life In- 
surance Assn. of 
America, in his re- 
port at the annual 
meeting of LIA 
here this week. 

Mr. Thore ex- 
pressed the hope 
that since the A&S advertising code 
recently adopted by National Assn. of 
Tnsurance Commissioners was devel- 
oped with the informal assistance of 
the federal trade commission staff, 
any rules adopted by FTC will conform 
to the NAIC rules. 

“The application of advertising 
rules by the state insurance commis- 
sioners and the adoption of rules by 
the FTC should put an end to the 
issuance of complaints at the federal 
level,” said Mr. Thore. “It is also hoped 
that industry cooperation in connect- 
ion with advertising rules issued by 
FTC will make possible the disposition 
of pending cases. Once this is accom- 
plished FTC can look to the state in- 
surance commisioners to regulate ad- 
vertising within the framework of 
state regulation. The Pansing subcom- 
mittee of NAIC has performed a most 
valuable service in the interest of state 
supervision and at the same time has 
laid the groundwork for the FTC’s 
withdrawal from the insurance adver- 
tising field.” 

Mr. Thore said that despite the 
slight interest in President Eisen- 
hower’s reinsurance bill health insur- 
ance continues to be a live political 
issue. The administration has _ not 
abandoned the reinsurance approach. 
It is opposed to subsidies and it favors 
any action that will accelerate the 
expansion of health insurance through 
voluntary health plans. 

“During the year there has been 
growing interest in a private health 
insurance facility which would func- 
tion to stimulate the expansion of 
health insurance coverage through ex- 
perimentation and offer reinsurance 
of plans for which reinsurance is not 





Eugene M. Thore 
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now available,” he said. “Such a facil- 
ity would undoubtedly require legis- 
lation to exempt it from the anti-trust 
laws. The problems involved in devel- 
oping such a facility are substantial 
and will require careful study before 
conclusions can be reached with res- 
pect to its feasibility.’ 

(CONTINUED ON PAGE 19 
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See Early Launching 
of New A&H Assn.; 
Invitations Mailed 


The new A&H trade association, 
Health Insurance Assn. of America, 
will be launched at an organizational 
meeting shortly after the first of the 
year, according to the present time- 
table. 

Invitations to join were sent this 
week to companies which are members 
of one or more of the seven associa- 
tions composing Joint Committee on 
Health Insurance, it was announced by 
Chairman E. J. Faulkner, chairman of 
Woodmen Accident & Life. A brochure 
outlining the need for a new associa- 
tion and the function it is expected 
to perform accompanies the invitation. 

The initial mailing to companies in 
the seven trade organizations of the 
joint committee was used to facilitate 
early screening of applications. How- 
ever, any company authorized to write 
A&H insurance may secure the bro- 
chure and an application blank on re- 
quest to the committee that prepared 
the information, headed by A. B. 
Hvale, Continental Casualty, Room 
1010, 310 South Michigan avenue, Chi- 
cago. 

When the applications of a majority 
of present members of Bureau of A&H 
Underwriters and H&A Underwriters 
Conference have been processed, a call 
will be issued for the organizational 
meeting at which there will be the 
necessary elections. 

As previously announced, Robert R. 
Neal, present bureau-conference 
Washington resident counsel, has been 
named executive head. Officer nomi- 
nees are Mr. Faulkner, president; J. 
Henry Smith, Equitable Society, vice- 
president; William R. Shands, Life of 
Virginia, secretary, and Frank S. Van- 
derbrouk, Monarch Life, public rela- 
tions committee chairman. 

Formation of the new organization 
was recommended in February, 1955, 
by a sub-committee of the joint com- 
mittee. It recommended that the new 
association encompass legislative and 
regulatory representation of the com- 
panies, research and educational func- 
tions, and public relations activities, 

(CONTINUED ON PAGE 19 
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Out-of-State Insurer 
Is Low Bidder on 
Mass. Employes Group 


BOSTON—tThe group life and hos- 
pitalization case that is being worked 
up for all employes of the common- 
wealth of Massachusetts may go to 
an out-of-state life insurer because 
of a minimum rate requirement of the 
New York insurance law. . 

The state commission handling the 
case, one of whose members is Insur- 
ance Commissioner Humphreys, would 
naturally like to patronize home in- 
dustry but the big Massachusetts 
group-writing companies are licensed 
in New York and hence must abide 
by the New York rating laws every- 
where they operate. 

Under the New York formula, the 
lowest rate that would be permitted 
on the life coverage in the Massachu- 
setts employes group works out to 
$1.20 per $1,000 per month. However, 
the low bidder is Minnesota Mutual, 
which does not operate in New York. 
It quoted a rate of 90 cents. 

It is reported that the Massachu- 
setts commission was pretty incensed 
that the group life rate on its employes 
should have its floor set by another 
state. It is understood that the com- 
mission gave the Massachusetts com- 
panies the privilege of meeting Minn- 
esota Mutual’s bid. However, this 
would have gotten any company that 
did so into serious trouble with the 
New York department. 

There was a report that one com- 
pany had decided to meet the 90-cent 
rate and take its chances on justifying 
its course with the New York depart- 
ment. However, when queried, this 
company denied emphatically that it 
had done so or would ever do such a 
thing. 

Up to mid-week the commission had 
not indicated whether it was accepting 
Minnesota Mutual’s bid or trying to 
work out some way so that a Mass- 
achusetts company could take the case 
at the 90-cent rate. 

If Minnesota Mutual gets the life 
and AD&D, Blue Cross will cover the 
hospitalization. Blue Cross already has 
hospitalization on some 18,000 state 
employes. 

The state’s share of the premium 
for the entire program will be $2 mill- 
ion a year and it has already appro- 
priated $1 million for the first half 
year. 








Late News Bulletins... 








Edmund Fitzgerald New President of LIA 

NEW YORK—Edmund Fitzgerald, president of Northwestern Mutual Life, 
was elected president of Life Insurance Assn. at the annual meeting here 
this week. Named as directors were Frederic W. Ecker, president of Metropoli- 
tan Life; Walter O. Menge, president of Lincoln National Life; Ray E. Murphy, 
president of Equitable Society, ex-officio as immediate past president; William 
J. Rushton, president of Protective Life of Birmingham, and Frazar B. Wilde, 


president of Connecticut General Life. 


Life Technicians to Aid U. S. on Tax Formula 


NEW YORK—As a result of discussions between the Treasury and the life 
committee on income taxation of life companies, the industry will furnish the 
Treasury a list of names of life insurance taxation experts as a panel from which 

(CONTINUED ON PAGE 20) 





$47 Billion Sales 
Total Seen for ‘55, 


New Annual Record 


Shepherd Gives Report 
at Annual Meeting of 
LiA in New York City 


NEW YORK—Life insurance pro- 
tection owned by the 103 million 
United States policyholders in the le- 
gal reserve life companies of this 
country and Canada will reach a rec- 
ord of about $373 billion at the end of 
this year, up $39 billion or 12%. 

Benefits paid by the life companies 
under life insurance, annuity and 
A&H contracts are also expected to 
add up to a new high of more than 
$634 billion for the year, a rise of 11% 

These figures, reflecting the record 
growth of life insurance during the 
year, were revealed Wednesday by 
Bruce E. Shepherd, manager of Life 
Insurance Assn. of America, at the 
association’s annual meeting here. 

Mr. Shepherd gave the following 
approximate figures as year-end esti- 
mates: $216 billion ordinary, $102 bil- 
lion group, $40 billion industrial, and 
$15 billion credit life. 

& «e e 

Life company benefit payments to 
policyholders will average just under 
$19 million a day for the year. These 
benefits consist of almost $5% billion 
under life and annuity contracts, and 
nearly $1% billion under A&H con- 
tracts. Of the benefits under life and 
annuity contracts, 58% went to living 
policyholders in the form cf matured 
endowments, annuities, policy divi- 
dends, surrender values and other 
payments. 

Life insurance sales are estimated 
to have reached a record annual total 
of more than $47 billion this year, of 
which nearly $31 billion represent or- 
dinary, $10 billion group, and close to 
$7 billion industrial. 

“Looking at the 10-year growth in 
the several classes of insurance,” Mr. 
Shepherd stated, “we find that the 
volume of ordinary insurance has 
more than doubled; that of group in- 
surance has more than quadrupled, 
while the credit insurance volume has 
multiplied over 40 times. In striking 
contrast, industrial insurance has ad- 
vanced by only about 50% in the dec- 
ade. 

“These growth trends are especially 
interesting in that they reflect some 
of the most dynamic changes in our 
eccnomy in recent years. 

“The rapid strides of ordinary in- 
surance, as against the snail’s-pace 
advance of industrial insurance, re- 
veal the influence of changes in in- 
come distribution which have drawn 
so many individuals from the lower 
into the middle-income brackets. The 
tremendous growth of group insur- 
ance connotes the important place 
which fringe benefits have come to 
hold in the area of employment com- 
pensation. The remarkable develop- 
ment of credit insurance from virtually 

(CONTINUED ON PAGE 19 
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Life Company Asset 
Total Estimated at 
$90,750,000,090 


NEW YORK—Assets of all U.S. life 
insurance companies increased by more 
than $6 billion in 
1955 to a total es- 
timated at $90.75 
billion at the year- 
end, James J. 
O’Leary, director 
of investment re- 
search of Life In- 
surance Assn. of 
America, reported 
to the association’s 
meeting. 

Mr. O’Leary al- 
so estimated net 
investment earn- 
ings of the life 
companies for the 
year at approximately $3 billion, up 
nearly $300 million. The net rate of 
investment earnings this year will 
probably approach 3.55% before tax- 
es aS compared with 3.46% last year 
and the all-time low of 2.88% in 1947. 

Mortgage holdings, of which a large 
part is on homes, showed the biggest 
single increase of all investments in 
1955. The estimated net increase is 
more than $3.3 billion for the year, or 
over half the rise in all life insurance 
assets. Mortgage holdings of the life 
companies, estimated at $29.3 billion, 
now represent just under a third of all 
life insurance assets, more than double 
the proportion at the end of World 
War II a decade ago. 

Industrial and miscellaneous bond 
holdings of the life companies topped 
$18 billion this year, Mr. O’Leary esti- 
mated, and represent a fifth of all as- 
sets. Including railroad and _ public 
utility securities, total corporate bond 
holdings of the life companies will ap- 
proximate $36 billion at the end of this 
year, or two-fifths of all life company 
assets. 

Life company holdings of preferred 
and common stocks increased by more 
than $330 million during 1955 to an es- 
timated total of $3.6 billion. 

Mortgages, corporate securities, and 
other non-governmental investments 
are expected to account for 86.7% of 
all life company assets at the year-end, 
the highest proportion since 1933. U.S. 
government bond holdings of the life 
companies showed only a nominal net 
change during 1955 and were estimated 
at $9 billion as of the year-end. 

The net demands on the capital mar- 
ket in 1955 approximated $41 billion, 
Mr. O’Leary estimated, a new high and 
about $9 billion more than 1954. Be- 
tween 1950 and 1955 the net demands 
on the capital market have increased 
by almost 45%. Undoubtedly the de- 
mand for capital funds will exceed the 
flow of savings again next year, he 
said in discussing the outlook. 

“The demand for capital funds will 
be heavy in 1956,” he predicted. “If 
housing starts approximate 1.2 million 
units, as seems likely now, there will 
be another large increase in outstand- 
ing mortgage debt. The financing of 
highways and school construction will 
require the sale of large amounts of 
municipal and revenue bonds. The fre- 
quent press announcements of ad- 
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O’Leary 


ditional expenditures for fixed capital 
by major corporations in recent weeks 
suggest that even with large amounts 
of internally generated funds at their 
disposal many industries will be in the 
market 
money.” 


for substantial amounts of 


Servicemen’s Relief 
Act Case Decided in 


Favor of Veteran 


U.S. Court of Appeals at San Fran- 
cisco has reversed a lower federal 
court ruling, holding in favor of a war 
veteran in a suit brought against him 
by the government to recover funds 
advanced under the 1940 soldiers’ and 
sailors’ civil relief act to pay insurance 
premiums. The decision was filed Nov. 
30. The case is Paul E. Plesha vs the 
United States. 

There have been several other cases 
of this nature the past few years, some 
of which have been decided in favor 
of the veteran and others in favor of 
the government. It is considered likely 
that the government will appeal the 
Plesha case to the U.S. Supreme Court. 

The lower court had denied Plesha 
recovery of $221.05, the unpaid portion 
of a special dividend due him under 
his National Service Life insurance 
policy. The lower court accepted the 
ccntention that the amount was owed 
the government to reimburse it for 
sums paid to California-Western States 
Life to extend Plesha’s insurance dur- 
ing the war. 

The appellete court ruled that the 
1940 act did not create a personal 
liability between a veteran and the 
U.S. where the veteran had allowed his 
policy to lapse after discharge and 
the U.S. had compensated his insurer 
for coverage during the war. 

Noting the act contained no reim- 
bursement provision, the court stated 
it could not find common law liability 
in favor of the government where it is 
not provided for in the statute, where 
it is not an “established type of liabil- 
ity,” and where the legislative history 
is inconclusive as to whether Congress 
intended such a liability. 

The government had argued that the 
act created a contract of guaranty be- 
tween the serviceman, his insurer and 
the government, or that the US. is 
entitled to recover on an implied con- 
tract for paying the serviceman’s pre- 
miums at his request. In short, the 
court said, “the gaps in the act are 
to filled in by resort to the common 
law.” 

The court found there is an element 
within the act which weakens the gov- 
ernment’s theory of a common law 
right to reimbursement. “‘As a result of 
compensating insurance companies on 
certificates based on the total experi- 
ence of a particular company with all 
the servicemen who held its policies 
covered by the act,’ the court noted 
“it is difficult to determine the amount 
the U.S. actually expended on any in- 
dividual veteran. Furthermore, the 
U.S. might make a profit if it had 
recovered the back premiums plus the 
policy loan rate as it claims here. Re- 
instatements and deaths of those cov- 
ered by a particular company’s poli- 
cies might offset the amount of back 
premiums unpaid at the time of final 
accounting.” 


Equitable Society 


Back in Institute 

NEW YORK—Equitable Society has 
returned to the Institute of Life In- 
surance after an absence of some 
years. The company was one of the 
institute’s charter members but with- 
drew because Thomas I. Parkinson, 
then president, disapproved of the ad- 
vertising program then being followed. 

Other members elected Tuesday are 
Lutheran Mutual Life and United Life 
& Accident of Concord, N.H. 


NALU Moving to 
Washington on 
or Before May 1 


NEW YORK—National Assn. of Life 
Underwriters will move to temporary 
headquarters in Washington, D.C., no 
later than May 1 of next year, when 
the lease on the present quarters here 
expires. It is possible that the move 
may be made a month or two in ad- 
vance of May 1 to accommodate the 
owners of the present building, but 
moving earlier than May 1 would 
have some disadvantages from a work- 
load standpoint, as the staff will be 
very busy with membership and na- 
tional quality award work in the com- 
ing months. 

President Stanley C. Collins, Man- 
aging Director Lester O. Schriver, and 
Comptroller Maxwell Hoffman have 
been in Washington looking for quart- 
ers to be occupied pending the erection 
of the new NALU headquarters build- 
ing there. They anticipate no trouble in 
finding suitable space. Since the asso- 
ciation will eventually be located in 
Washington there are many advan- 
tages to having the temporary occu- 
pancy there rather than in New York. 





Cosmopolitan Opposes 
Tenn. Act Prohibiting 
Burial, Funeral Covers 


Cosmopolitan of Memphis has filed 
suit in chancery court to have declared 
unconstitutional a 1955 act which out- 
laws issuance of burial and funeral in- 
surance in Tennessee. 

The company’s brief charges the 
act was promoted by “private interests 
seeking special protection and is not an 
act for the protection of the general 
public.” Cosmopolitan claims “severe 
damage” because Commissioner North- 
ington ordered it to stop writing burial 
and funeral business. 

The company gives as one reason 
for the act’s unconstitutionality that “it 
deprives citizens of the right to con- 
tract for burial services and disposi- 
tion of the body after death.” It is an 
undue and unreasonable restraint on 
the right of contract. 

In approving the act for passage, the 
insurance department held that what 
was offered in such an insurance policy 
was “too indefinite in value.” 


Pru Names Fred Smith 
Public Relations V-P 


Prudential has appointed Fred Smith 
a vice-president with special duties in 
public relations. He will assist Presi- 
dent Carrol M. Shanks and other sen- 
ior officers in this field. 

Mr. Smith helped establish adver- 
tising council during the World War II 
and served as assistant to the secretary 
of the treasury in 1943-44. He later 
became vice-president in charge of ad- 
vertising, promotion, public relations, 
research and public service of Ameri- 
can Broadcasting Co. 

In 1946 he established Fred Smith 
& Co., New York City public relations 
and advertising ‘firm, which numbered 
Prudential among its clients. 








LUTC Enrollment Hits 13,697 


Enrollment in Life Underwriter 
Training Council has reached a record 
high of 13,697 students and 707 classes 
for 1955-56, increase 2,668 pupils and 
128 classes, in the U.S., Hawaii and 
Puerto Rico. 


Protesting Agents of 
Nationwide Meet to 
Demand Recognition 


NEW YORK—Several hundreg 
agents of Nationwide Mutual groy 
formerly Farm Bureau Mutual of Ohio, 
met here to promote the organization 
of a national association of the com. 
pany’s agents and to present a lig 
of requests for home office considera. 
tion through an advisory council des. 
ignated at the meeting. 

The text of the resolutions author. 
ized at the meeting will be releaseg 
this coming weekend, according to 
the agents’ attorney, George Ritter of 
Hartford. Another meeting is Sched. 
uled for Philadelphia in February, 

The agents who met here said they 
are interested first in getting the com. 
pany to deal with the agents as an as. 


sociation and not just individually, as . 


at present. They want a voice in de. 
termining company policy in matters 
affecting the agents. They also wan 
vested renewals, job security, a bette 
agency contract than the one scheduleg 
to go into effect Jan. 1, and the right 
to retain their brokerage license 
which Nationwide Mutual agents may 
not continue to hold under the new 
contract. 


One agent who attended the meeting 
here said what set off recent protests 
was the new contract, that agents had 
expected renewals would be raised to 
10% from the present 8% in the auto. 
mobile company but that the new con. 
tract provides the 10% rate only for 
agents with less than 65% loss ratio 
for the previous three years and only 
in the event the district supervisor 
approves. Otherwise the 8% rate stays, 

This agent said the company had 
agreed to stay the application of the 
no-brokerage-license provision of the 
contract for agents to whom giving 
their licenses up on Jan. 1 would bea 
hardship but he doubted if the com- 
pany would extend the time beyond 
about September. 

Agents at the New York meeting 
were mainly from Connecticut, New 
York, Pennsylvania, West Virginia and 
Ohio. Representatives attended, hov- 
ever, from all 13 states in which Ne- 
tionwide operates. 

Another agent who attended the 
meeting said the big complaint of J 
agents generally is refusal of the com- 
pany to recognize the associatio 
which started in Connecticut thre 
years ago, even though the group rep- 
resented 100 out of 120 agents in that 
state. The company, he said, has rt 
fused to recognize that the associ 
tion exists and never granted it a 
audience. It has maintained that it 
will listen only to individual agents 
Three of the officers of the association 
he said, have had their contracts te- 
minated—and they were among the 
largest producers in the area, with 
good loss ratios. 

Though Nationwide Mutual has 
winked at the brokerage placed ott 
side the group by agents, the new Ccol- 
tract specifically prohibits the placin 
of business outside by stating that n0 
producer is to share in commissions 
business not placed with the group. 
Otherwise the agents contracts wif 
nationwide Mutual will not be 
newed. Some wives of agents have 
held broker licences and these too at 
to be terminated. Insurance depatt: 

(CONTINUED ON PAGE 20) 
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Cites Differences Between Premium Rate 
Gradation by Size and ‘Special’ Policies 


NEW YORK—The “clear distinc- 
tion” between the basis for approval of 
premium rate gra- 
dation by size of 
policy and the 
pasis of past ap- 
proval of so-called 
“specials” was 
emphasized by Al- 
pert L. Hall, vice- 
president and gen- 
eral counsel of 
Berkshire Life, in 
his paper on pre- 
mium_ gradation 
presented at the 
meeting of Assn. 
of Life Insurance Counsel. 

Berkshire has obtained permission 
to use the graded premium principle 
in New York and in some other states 
in which it operates but has not yet 
obtained approval in the rest of the 
states where it is licensed. 

“It is imperative,” said Mr. Hall, 
“that we clearly recognize the pri- 
mary basis of the Berkshire’s propos- 
al, which is confined to those items 
which we choose to refer to colloquial- 
ly as ‘manufacturing and handling ex- 
penses,’ being such things as issue ex- 
penses, including many factors of un- 
derwriting, medical examination, in- 
spection report, typing of policy, prep- 
aration of records, routine prepara- 
tion and handling of settlement op- 
tions, the many accounting processes 
to which policies are subject, etc. 

“On the other hand, the so-called 
‘specials’ which have been approved 
to date have been based in varying 
degrees primarily upon one or a com- 
bination of several of the following 
factcrs: Favorable mortality on the 
larger policies, lower commission, low- 
er lapse rate, a belief that settlement 
evtions are used less on the large poli- 
cies which are bought primarily for 
business and tax purposes, select un- 
derwriting, higher interest rate as- 
sumptions for reserves and non-for- 
feiture benefits on large policies, or 
upon a difference in form only, such a 
difference between a paid-up policy 
at 95 as compared with a whole life 
contract, etc.” 

The Berkshire proposal, Mr. Hall 
pointed out, is not based upon a sin- 
gle or very restricted number of spe- 
cials, but would extend acrcss the en- 
tire line of a company’s adult life and 
endowment forms, since the principle 
of varying the premium by size under 
the Berkshire’s proposal rests primar- 
ily upon the proper allocation simply 
of “manufacturing and handling ex- 
penses” which exists under all forms 
of policies. 

Thus, in cbtaining approval under 
the Berkshire plan it would not be 
necessary to provide detailed actuar- 
ial studies on mortality among large 
policies, select underwriting and those 
other factors which are considerations 
in already-approved specials. Instead 
it would be necessary only to estab- 
lish those “manufacturing and han- 
dling expenses” on a per-policy basis 
and also, as stated in the New York 
department’s favorable ruling, “to jus- 
tify any system of groupings or rate 
classifications as well as the results 
flowing therefrom as being reason- 
able, equitable and ncn-discrimina- 
tory.” 

These rulings, Mr. Hall said, would 
be designed to place “manufacturing 
and handling expenses” where they 
belong within established groupings. 
In this grouping or classification of 
policies broad insurance averages 





Albert L. Hall 





would be applied. In establishing the 
groupings, the admonition in the New 
York ruling would be observed. This 
stated that “provided the classfica- 
tions are reasonable, the manner of 
grouping and the degree of refine- 
ment in such grouping or classifica- 
tion rests with the management of 
the insurer.” 

Under the Berkshire plan, for each 
policy and issue age non-forfeiture 
values and probably dividends wcould 
not vary by size group. 

Mr. Hall said it is important that 
the distinction between gradation by 
size and the usual special policy basis 
be clearly understood “for it is our 
experience that it is at this juncture 
that some initial misapprehensions 
arose but which dissipated after we 
further spelled out the true basis of 
the Berkshire proposal and differen- 
tiated it from the bases heretofore 
used in the approval of existing ‘spe- 
cials’.” 

The Berkshire proposal, Mr. Hall 
emphasized, is “simply an extension 
into the life field of a principle al- 
ready thoroughly rooted.” He men- 
tioned that the National Assn. of In- 
surance Commissioners has acknowl- 
edged the existence of this principle 
in many insurance rate structures in 
such fields as workmen’s compensa- 
tion, jewelry floater policies, public 
liability and others. The principle of 
grading premiums by size of policy is 
already sanctioned by such federal 
laws as the Robinson-Patman act and 
the federal trade commission act that 
are applicable to the insurance busi- 
ness. 


Mr. Hall said that from the reac- 
tions Berkshire has received “we feel 
that in the 25 states in which Berk- 
shire does business 10 have either en- 
thusiastically accepted this proposi- 
tion or have acknowledged its possible 
acceptance upon the making of actual 
filings and establishment of the factors 
considered as relevant to the Berk- 
shire’s proposal.” 

Three states might be considered as 
having turned down the proposal al- 
though Berkshire believes the door 
would still be open for further explor- 
ation and explanation as regards dis- 
crimination. One state still has the 
matter before its attorney-general for 
a ruling. Two states indicated they 
would be interested in the action tak- 
en by the NAIC and the remaining 
states have been unresponsive thus 
far. ‘ 
“We in the Berkshire, and other 
companies that in contacting us have 
displayed a similar keen interest, be- 
lieve that this principle of price gra- 
dation by size across the board for all 
adult policy forms has great merit,” 
said Mr. Hall. “We believe that the 
application of this principle of the 
block system of price gradation by 
size, within the limits of practicabil- 
ity, is the only logical and equitable 
answer to the industry-wide problem 
cf so-called ‘special’ forms. 

“We believe that the momentous 
ruling of the New York department 
(and since then several other depart- 
ments;) has seen fit to render marks 
the beginning of a new era in life in- 
surance merchandising, an era in 
which American life insurance com- 
panies will be free to render a greater 
service to the insuring public through 
merchandise which is priced on an 

(CONTINUED ON PAGE 17) 
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Minimum Standards 
for Agent Training 
Issued in Indiana 


“Minimum standards” for a training 
course that will be approved for a 
permanent life agent’s license under 
the Indiana qualification law have 
been issued by Commissioner Davey. 
The standards also require that any 
company certifying an agent has com- 
pleted an approved course must be 
able to show evidence, in the form of 
questionnaires covering the course or 
an examination in the agent’s own 
handwriting, that the agent has satis- 
factorily absorbed the material. Such 
evidence must be retained by the com- 
pany subject to inspection by the de- 
partment for not fewer than three 
years after the date of certification. 

Indiana law specifies that in lieu of 
a departmental examination, an appli- 
cant for a life license will be issued a 
temporary license good for not more 
than six months. He must, during that 
six months, complete a course of study 
administered by his company or agen- 
cy, which course has been previously 
submitted to the department and ap- 
proved by it. Upon certification of sat- 
isfactory completion of the course, a 
permanent license will be. issued. 

In the past, the department has ac- 
cepted a certification from either home 
office or general agent or manager. 
The new standards make no provision 
for certification by the general agent 
or the manager. Also in the past, there 
has been no requirement for examina- 
tion of the agent’s absorption of the 
material and no requirement that evi- 
dence of absorption be retained by the 
company subject to inspection by the 
department. 

The minimum standards give auto- 
matic approval to three commercial 
training texts in order to eliminate the 
administrative work of approving 
them individually as submitted by dif- 
ferent companies. These courses are 
declared by the minimum standards to 
meet the requirements and need not be 
submitted for approval if they are 
supplemented with designated material 
on the Indiana law. 

The minimum standards also give 
the form of certification to be sub- 
mitted by companies. 

The following is a verbatim tran- 
script of the requirements. It is under- 
stood that the department, in an ef- 
fort to reduce administrative detail, 
will not send copies to Indiana licensed 
companies but will consider publica- 
tion in the trade press as notice to 
those companies. 

Minimum requirements for a program of 
training which will qualify life agents for 
permanent license under the Indiana agents’ 
qualification law; and certification procedure. 

I. General understanding of Indiana law 
including twisting, rebating, misrepresenta- 
tion, and licensing of life agents. 

II. Structure and operations of life insur- 
ance companies: (A) differences among legal 
reserve, fraternal, and assessment companies. 
(B) Differences between stock and mutual 
companies. (C) Differences between participat- 
ing and non-participating plans. (D) Ability 
to define briefly the various types of coverages 
a company may offer, such as: ordinary, in- 
dustrial, wholesale, group, creditor. 

III. Life insurance policies: (A) In general, 
how the elements of mortality and interests 
are involved in calculating premiums, and an 
understanding of the level premium. (B) An 
understanding of types of policies such as 
term, life, endowment, and annuities, and of 
common special policies or riders involving 
combinations of these basic types, and of the 
structure of any special form or combination 
of forms issued by the agent’s own company. 
(C) An understanding of various special policy 
riders available from the agent’s own company 


(CONTINUED ON PAGE 16) 
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SLOANE HAILS DECISION 





Treasury Rules Employment Contract 
Not Necessary in Split-Dollar Plans 


NEW YORK—A bulletin just issued 
by the internal revenue service holding 
that a contract of 
employment is not 
necessary in order 
to realize the tax 
savings under the 
split-dollar life in- 
surance plan was 
hailed enthusias- 
tically by Harold 
N. Sloane, partner 
in Continental As- 
surance’s Life As- 
sociates gen- 
eral agency here, 
in his talk Monday 
at a meeting of Equitable Society’s 
local unit managers. 

Until comparatively recently, the 
split-dollar plan, which Mr. Sloane 
feels is more accurately described as 
the split-premium plan, carried with it 
the danger of being taxed when used to 
insure a key employe with the cost be- 
ing split between employer and em- 





Harold N. Sloane 


ploye. However, in a ruling supplied 
to a Washington, D. C., law firm ear- 
lier this year the internal revenue ser- 
vice departed from its earlier position 
that in such cases the key man was get- 
ting taxable income by reason of the 
employer’s contribution. The decision 
was fine as far as it went but as Mr. 
Sloane pointed out in a talk reported 
in THE NATIONAL UNDERWRITER for 
Sept. 30, 1955, the ruling was based on 
a situation involving a contract of em- 
ployment and it was not clear whether 
the favorable tax status would exist 
if, as is usually the case, there were no 
contract of employment. 

Requests were made by Mr. Sloane 
and others for a clarification on this 
point. The internal revenue service has 
now issued Internal Revenue Service 
Bulletin No. pt, which reads: 


Section 61—Gross Income Defined 


(Also section 101) 

(Also part II, Sections 22(a), 22(b); Regulations 118, 
Sections 39.22(a)-1, 39.22(b) (1)-1.) 
Where an employer contracts with his employe to pay 
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"Time To Ice the Cake...” 





Every good cook puts the icing on the cake before the occasion 
and Fidelity Life Association representatives are doing just that 
in preparation for their 60th anniversary year. FLA underwriters 
are warming up to their 1956 anniversary observance with a 
whole new batch of sales records. And the 60th anniversary cake 
will be bright with the challenge of newer and greater service in 
the year to come as Fidelity Life Association continues to be 


America’s ‘‘most up-and-coming” life insurance company. 
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the annual premiums on insurance policies on the life 
of such employe to the extent of the annual increases 
in the cash surrender value of the policies, the employe 
paying the balance, and according to which the employer 
will at the death of the insurance employe receive from 
the proceeds of the policy an amount equal to such cash 
Surrender value, the balance of the proceeds being paid 
to the employe’s beneficiary, such arrangement is re- 
garded, for federal income tax purposes, as though an 
interest-free loan is actually made by the employer to 
the employe in amounts equal to the annual increases 
in the cash surrender value of such policies. The mere 
making available of money does not result in realized 
income to the payee or a deduction to the payor. The 
respective portions cf the nreceeds of such no icies pay- 
able upon the employe’s death are excludable from the 
gross income of the employer and the employe’s bene- 
ficiary under section 101(a) (1) of the internal rev- 
enue code of 1954 and section 22(b) (1) of the internal 
revenue code of 1939. 

Advice has been requested as to whether the portion 
of insurance premiums paid by an employer, to the ex- 
tent of the cash surrender value, under an insurance pol- 
icy covering the life of an employe, constitutes addition- 
al income tc the employe. 

In the instant case Y corporation entered into a con- 
tract with B to render services as its president for a 
period of five years in consideration of an annual sal- 
ary together with stipulations for the payment of cer- 
tain specified amounts in the event of his disability and 
upon his death to his designated beneficiaries. In order 
to protect itself against contingent liabilities resulting 
from the above agreement, Y corporation purchased as 
sole owner and beneficiary several policies of ordinary 
life insurance on the life of B in the amount of its total 
liability under the contract. Pursuant to a supplemental 
agreement it was provided that B had the option to as- 
sist in the payment of premiums on one or more of the 
policies in return for a partial control over the distribu- 
tion of death benefits thereunder. Under the agreeement 
the gross premium less the amount of any dividends 
would be paid in part by Y corporation to the extent of 
the increase in cash surrender value for any taxable 
year and the balance would be paid by B. Both the Y 
corporation and B would each have separate ownership 
rights during his lifetime with the right of B to desig- 
nate the beneficiary under the policies for that part of 
the proceeds equal to the excess of the face amount pay- 
able under each policy over the cash surrender value. 
The Y corporation would continue to be the heneficiary 
under the policies to the extent of the cash surrender 
value, which would be available for general corporate 
purposes. Upon termination of B’s employment Y cor- 
poration agrees, upon B’s election, to (1) sell its own- 
ership interest in the life insurance contracts to B for 
an amount equal to the larger of the gross premiums it 
has paid or the guaranteed cash values in its portion of 
the policies; or, (2) assign to B all of its ownership 
interest in such policies except an amount equal to the 
guaranteed cash surrender value at the date of the as- 
signment, provided, however, if B defaults on any future 
premiums the corporation may reassert its rights to own- 
ership. B elected to share the cost of the life insurance 
policies. 

Generally, for tax purposes premiums paid by an em- 
ployer on the ordinary type of life insurance policy on 
the life of its employe who is permitted to designate 
the beneficiary under the policy constitutes taxable in- 
come to the employe. C.D. 627, C.B. 3, 104 (1920); 
G.C.M. 8432, C.B. IX-2, 114 (1930). Likewise, it has 
been held that it makes no difference whether the insured 
employe is entitled to designate the beneficiary under 
the policy the proceeds of which inure directly to the 
benefit of the employe’s beneficiary or his estate. G.C.M. 
16069, C.B. XV-1, 84 (1936). 

In the instant case the substance of the insurance 
arrangement between the parties is in all essential re- 
spects the same as if Y corporation makes annual loans 
without interest, of a sum of money equal to the annual 
increases in the cash surrender value of the policies of 
insurance taken out on the life of B. The mere making 
available of money does not result in realized income to 
the payee or a deduction to the payor. 

In view of the foregoing, it is held that: 

1. No realization of taxable income by B will result 
upon the payment of the portion of the premiums by Y, 
and Y will receive no deduction for such payment. 

2. The portion of the proceeds of the policies payable 
upon the death of B to the Y corporation and to the 
designated beneficiary of B would not be included in the 
gross income of the Y corporation or of B’s beneficiary 
under the provisions of section 101(a) of the internal 
revenue code of 1954 or section 22(b) (1) of the in- 
ternal revenue code of 1939. 


In making clear that the split-pre- 
mium plan retains its favorable tax 
status even though there is no con- 
tract of employment, the _ internal 
revenue service has opened the way for 
a highly appealing sales presentation 
in many situations, Mr. Sloane point- 
ed out. 

“This is one of the finest rulings we 
could want,” he said. “All the questions 
are answered. It gives us a definite 
green light for soliciting these cases.” 

Among the situations where the sale 
of split-premium plans would be par- 
ticularly attractive Mr. Sloane men- 
tioned these: Principal owners of 
a firm have sons or sons-in-law in the 
business and want to help them buy 
more protection than they could other- 
wise afford; a firm has valued em- 
ployes for whom it wants to do some- 
thing substantial; a father-in-law 
would like to help his son-in-law pro- 
vide for the former’s daughter the sub- 


stantial amount of insurance Protection 
she should have but which the husban 
hasn’t enough money to buy and is too 
proud to accept as a gift. 

Mr. Sloane also sees the split-pre. 
mium plan as an alternative to 
writing of huge amounts per life on 
key executives, a practice that has come 
in for a certain degree of criticism 

Another application might be for 
firms too small to qualify even for 10- 
life groups. 

Mr. Sloane, a CLU and member of 
the Million Dollar Round Table, is al- 
so in the general insurance business as 
a partner in Gruber & Sloane ang in 
the A&S business as a_ partner jn 
Gruber, Sloane & Sexton. He is q 
president of the New York City Life 
Underwriters Assn. 


Northwestern Mutual 
to Up Dividends 7% for 
Million Policyholders 


More than one million Northwestern 
Mutual Life policyholders will share 
in a 7% dividend increase during 1955 
when the company will distribute ap 
all-time high of $61.7 million in diyj. 
dends, an increase of $4.2 million over 
1955. 

The higher dividends are possible 
despite the fact the company is putting 
aside more money than ever before 
for federal income taxes. Chief factor 
in the dividend increase is the higher 
earnings being brought in by the 
company’s mortgage loan and securi- 
ties investments. Another factor is a 
continued favorable mortality rate. 


Law, Kitto in New Posts 


Union Central Life has appointed 
Arthur F. Law Jr. and Armand YW, 
Kitto Jr. group and pension managers 
for the Fowler agency at Boston and 
the Smither & Sons agency at New 
Orleans, respectively. 

Mr. Law entered insurance in 1948 
as a Sales representative for Liberty 
Mutual. He joined Home Life in a 
group position two years later. Mr. 
Kitto formerly was an agent for Home 
Life. 


Harold S. Foley, Vancouver, B.C, 
chairman of the board of Powell River 
Co., has been appointed a director of 
Great-West Life. 


Namen 


Namentte 





% A lucrative DIRECT 
CONTRACT that nets you 
more money. 


%& Home Office DIRECT 
CONTACT help, super- 
vision, co-operation. 

%* Highly saleable line 
of LIFE, A&H, SURGICAL 
BENEFIT and HOSPITAL 
coverages. 












OPPORTUNITIES in Arkansas, Indiana, 
lowa, Kentucky, Maryland, Mississippi, 
Missouri, Ohio and West Virginia. 
Write to: 
EVANS M. 
an: JACOBSON 
ay Supt. of Agents 
Mutual Savings Life 


5701 Waterman Bivd., St, Louis 12, Mo. 
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NEW YORK—Life insurance has a 
broader and more complicated area of 
public rela- 
tions responsibili- 
ties than most 
other __ businesses, 
due to its impact 
upon every man, 
woman and child 
in the United 
States, directly or 
indirectly, Carrol 
M. Shanks, presi- 
dent of Prudential 
and chairman of 
the Institute of 
Life Insurance 
told the annual meeting of the institute 
here Tuesday. : 

“While the objective of most busi- 
nesses usually is to reach only a par- 
» ticular segment of the people, life in- 
surance must gear its public relations 
objectives to the advancement of the 
security and welfare of all our people 
and make certain that they have a 
sympathetic understanding of our ef- 
forts,” Mr. Shanks said. 

Life insurance has won the confi- 
dence of the public, but the business 
must not forget that public opinion 
can change about any business, un- 
less it constantly conducts itself in 
the best interests of the people and in 
the manner expected of it, he said. 

“Because of the sheer size and scope 
of our activities,’ Mr. Shanks pointed 
out, “we are a No. 1 target of public 
interest. This means that everything 
we do is subject to closest examina- 
tion and discussion in many quarters. 
Therefore, it is imperative that we 
use every possible means to see that 
our aims and actions are not misin- 
terpreted by those who either may not 
be aware of the truth or wish to dis- 
tort it for their own purposes.” 

e e e 

Public relations, the telling of the 
story of performance, cannot be a 
“sometime thing,” Mr. Shanks said, 
adding that it is “an unending job that 
must go forward in good times and 
bad because unfavorable opinions in 
a man’s mind are often difficult, if not 
impossible, to erase when once estab- 
lished.” 

It was Mr. Shanks’ contention that 
the important thing today is for each 
company to have a positive, permanent 
public relations program directed by 
top-level management and dedicated 
to strengthening its own relationships 
with the people it serves. 

Citing the recent estimates of the 
institute that more than half of all life 
insurance in force in the country to- 


eal 


oy 





Carrol M. Shanks 





OFFICERS ELECTED 

Chairman—F, M. McConney, presi- 
dent Bankers Life of Iowa. 
Directors, three-year terms—Harry 
J. Stewart, president West Coast Life: 
Walter O. Menge, president Lincoln 
National Life; James R. Wood, presi- 
dent Southwestern Life; Powell B. Mc- 
Haney, president General American 
Life (reelected); and Clarence J. My- 
ers, president New York Life (re- 
elected). 





day is the result of plans which have 
either been created cr received their 
major development in the past 25 
years, Mr, Shanks said this is real 
evidence of how life insurance has 
met the changing needs of the public 
in the past and how it must be alert 
to the public needs of the future. 





Scope of Business Makes Life Insurance 
Public Relations Job Extra Complicated 


“We must supply these needs fcr 
new products and services as they 
arise,’ he said. “Whenever possible, 
we should anticipate these needs rath- 
er than await either governmental or 
public pressures to supply them. Life 
insurance has been built on a firm 
foundaticn by sound, conservative 


change whenever it is sound and de- 
sirable. If we had not changed over 
the years, we wculd certainly not be 
where we are today.” 

Looking to the future, Mr. Shanks 
said one of the most important prcb- 
lems, like that of many other busi- 
nesses, concerns relations with state 
and federal governments. 

“Such measures as taxes, inflation, 
monetary and fiscal policies, health 
and welfare programs and many other 


5 
INSTITUTE MEETING TOLD: Practices, but conservatism does not matters, point this up sharply,” he 
sei: preclude flexibility and sensitivity to said. “Our attitude towards official 


agencies shculd be one of close as- 
sistance and cooperation, whenever 
feasible, so as to promote mutual re- 
spect, understanding and progress. In 
these relationships, we must remem- 
ber however, that our primary re- 
sponsibility is to see that the best 
interests of our policyholders are safe- 
guarded at all times. One of the best 
ways to assure this is to make certain 
that the official agencies have a com- 
(CONTINUED ON PAGE 19) 
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Broad, Impartial SS 
Survey Is Projected 
by Life Companies 


NEW YORK—A broad, impartial 
study of social security in the United 
States, focusing on 
its long-range 
consequences on 
the American 
economy, has been 
projected by the 
life insurance bus- 
iness, Ray D. Mur- 
phy, president of 
Equitable Society 
and of Life Insur- 
ance Assn. of 
America, disclosed 
in opening the as- 
sociation’s annual 
meeting here this week. 

Such a study, the first of its kind 
ever undertaken in this country, is 
planned as a contribution to maintain- 
ing a vigorous and healthy America, 





Ray D. Murphy 


according to Mr. Murphy. 

From a long-range standpoint, so- 
cial security is a major issue for the 
American people as a whole and is of 
particular interest and concern to life 
insurance, Mr. Murphy said, adding 
that “Congress has a great responsi- 
bility in this matter and the life in- 
surance business has a peculiar obli- 
gation to fellow citizens to bring out 
all available facts and lay them be- 
fore the people.” 

An exploratory study to determine 
specific research needs in the econom- 
ics of social security is already under 
way at the National Bureau of Eco- 
nomic Research, a private research 
organization, on a grant from LIA. 
The final report on this study will be 
available early next year, and at that 
time a decision will be reached as to 
whether and how the projected broad 
study of social security and the na- 
tional economy will be made. 

The life insurance committee on this 
entire project includes, besides Mr. 
Murphy, Louis W. Dawson, president 
of Mutual of New York, and Edmund 
Fitzgerald, president of Northwestern 
Mutual Life. 

Mr. Murphy 


said in his address 








THE PILOT'S NAME 


The Pilot's name symbolizes the goals of 


the company. For more 


the Pilot has soundly and surely guided 
its policyholders to the port of financial 
security. Today three million people 


are covered by Pilot's protection plans. 


Insurance “Company 





©. F. STAFFORD, PRESIDENT °* 





than 50 years 


GREENSBORO, NORTH CAROLINA 





that if the main study was made it 
could be of great value. It would dis- 
charge an obligation to life insurance 
policyholders because of the serious 
effects of social security on life in- 
surance and pension plans, and it 
would render a service to Congress by 
giving hard economic facts, he said. 

Mr. Murphy warned that “whether 
governmental social security is a good 
thing or a bad thing, whether it has 
been developed properly or improper- 
ly, we cannot go on adopting substan- 
tial increases in benefits under the 
law every even-numbered year with- 
out sooner or later reaching a point 
where social security becomes clearly 
harmful to the American people.” 

The new study seeks to shed ob- 
jective, factual light on this dilem- 
ma, Mr. Murphy said, and to answer 
many questions. Among the points to 
be explored for some clear answers: 

Will the increasing benefit disburse- 
ments now foreseeable make inroads 
on the living standards of self-sup- 
porting people? 

What incentives will be needed to 
attract continuing investments. in 
plants and equipment, from which 
stem gains in national productivity, 
the basis for measuring future bur- 
densomeness of the OASI system? 

What are the inflationary or defla- 
tionary implications of social security? 

What are the proper interrelation- 
ships among old-age assistance, the 
OASI system and private pensions? 

What can be learned from the dif- 
ficulties and problems of older social 
security systems, such as the British? 





Chicago Home Office Life Under- 
writers Assn. met in the Congress 
hotel for dinner and special Christmas 
entertainment. : 


Northwestern M utual 
Sets 1955 Sales Records; 
Mortgage Account Good 


Northwestern Mutual Life has brok. 
en its 1954 all-time sales record g 
$535 million and indications are that 
by the end of the year North western’, 
old record will be bettered by 19 ty 
12%. 

This is the fourth consecutive year 
the company has set a new annual ree. 
ord. Other new records enjoyed by the 
company this year are the largest 
November sales in history, $45 million 
and the largest total for the first Ul 
months of any year. 

Another welcome sign of prosperity 
was noted by Northwestern: Although 
the company has nearly $1 billion jp. 
vested in mortgage loans, the fore. 
closed real estate it owned at the eng 
of October totaled only $72,442, the 
lowest ownership by foreclosure since 
1874 when the company’s mortgage 
loan account was only $9,498,000, 


Miss Kuhn Now a Broker 


NEW YORK—Hermine Kuhn, for. 
merly general agent in Stamford 
Conn., for Manhattan Life, has ye. 
signed to become a broker here at 558 
Madison avenue. She will specialize 
in pension trusts, business insurance 
and group insurance. She will ap. 
nounce further plans in the next six 
months. Miss Kuhn is a former chair. 
man of the Women’s Quarter Million 
Dollar Round Table. She started in in. 
surance here with Equitable Society 
25 years ago. Twelve years later she 
went to Manhattan Life, serving as 
1st field assistant and then as general 
agent in New York City, New Haven 
and Stamford. 
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ords: e institute staff members ata panel dis- Indiana Probe of Credit such an investigation was thrown open 
Johnson Gives 4-Part cussion of institute activities, observed . to all interested parties. Several rep- 
Good that public relations involves two-way Covers Gets Green Light resentatives of the small loan indus- 
1as brok. | G id communications. Credit insurance in Indiana will be try spoke from the floor. There was no 
cord of F ormu a as di Ul e “There are the ideas and material the subject of a special state legisla- Unanimity in their opinions. Some 
are that e e which you wish to project. Then there tive investigation. The state legislative contended the matter was not worthy 
western’s in Public Relations are the questions and sometimes the advisory commission voted unani- Of 4a legislative investigation, while 
by 10 to ., ideas and material that are projected mously last week to appoint a special Others declared they could present 
NEW YORK—A formula to guide at you by the public. On the outgoing subcommittee for the purpose. testimony before such a committee 
Ive year a company, an side, you are in control and are able The meeting of the advisory com- Proving widespread abuses in the 
nual rec. agency or an IN- to shape your effort to specific prob- mittee to consider the possibility of tie-in sale of credit insurance and - 
d by the dividual was out- lems and public relations objectives. small loans. 
largest lined Tuesday by But when you are on the receiving Other institute staff members who Strong objections to loan companies 
Million, Holgar J. Johnson, end, the initiative is with the other made up the panel were R. Wilfred receiving any fee, commission, or 
first 1 president of the fellow and you have to meet him on Kelsey; director of education in fam- emolument whatsoever from the sale 
Institute of Life his cwn ground,” Mr. Johnson de- ily finance; Betty S. Martin, assistant of credit insurance to borrowers were 
OSperity Insurance, at the clared. director of the women’s division; Har- voiced from the floor by Oren Pritch- 
\Ithough institute’s annual bs e : lan B. Miller, director of the educa- ard, manager of Union Central Life 
llion in. meeting here. Much of the work of the institute tional division; Elizabeth Ferguson, at Indianapolis, chairman of the state 
1e fore. Mr. Johnson represents an effort to clear up mis- Librarian; Chester C. Nash, director law and legislation committee of Na- 
the end said the formula understandings or false concepts that of life insurance information; Audrey tional Assn. of Life Underwriters, 
442, the consisted of four are reflected in public queries. Mondazzi, associate in the statistics Membership of the special commit- 
Te since parts. First, he «we meet these questions, and meet and research division; Dudley B. Mar- tee is expected to be named shortly 
Lortgage Holgar Johnson said, “we must de- them positively,” he said. “We try, of tin, director of press relations; Mrs. by Lt. Gov. Handley, chairman of the 
00. termine who are our publics.” Next, it course, to anticipate public question- Marion S. Eberly, women’s division di- commission. The hearing was conduct- 
is necessary to learn “what these pub- ing or interest. Examples include our rector; Thomas J. Sexton, assistant di- ed by George S. Diener, speaker of 
er  lics think of us”; this can be done by periodic surveys of aviation under- rector promotion and advertising divi- the Indiana House, who has_ been 
using various testing techniques. writing practices, our efforts to pin- sion; Milton Amsel of the press divi- spearheading the drive to investigate 
in, for- Third step is to answer the ques- point progress as regards health and sion, and Robert G. Taylor, Washing- credit insurance written on an indi- 
amford, | tion, “What do we want our publics yeporting of insured pension plans.” _ ton representative. vidual policy basis. 
has re. to think of us?” This must be care- 
e at 598 | fully analyzed “in terms of the kind 
eclalize of character we wish the public to 
i a ascribe to us, and what we feel it is 
ext six important for them to know about us, 
- chair. | Mr. Johnson added. s a 
Million “Finally, what procedure shall we 
Jinin. | use to communicate these things?”, 
Society Mr. Johnson said. “One of the car- 
ter she dinal principles of public relations is 
ing a | that ‘You identify yourself with the a 
Seneral | interest of the public you are trying 
Haven to reach, and that the service motive 
outweighs the propaganda element.’ ” 
es 5. Mr. Johnson, who spoke along with 


























If your ability exceeds your 
present opportunity and 
you are ready to ‘‘jump’’... 
stop and think. Central 
Standard offers top com- 
missions on competitive 
plans, vested life-time re- 
newals, income producing 
sales aids. 


All these with a company 
that’s ‘‘on the jump’’. We 
know where we’ve been, 
we know where we are and 
we know where we are go- 





Masia ty ett ts a of Mie inewonce in force 

ae ing... from now on. 
' WET $760,660, 000": 
[Sp ec ie a a he 


If you want to get the jump 
on competition... 


YOU'LL FIND 


it profitable to check with us 
when you want to make the best 
possible placement of business. 


Sé 


from coast-to-coast 





Write, phone or wire Claire L. Gsell, Agency Vice President 


CENTRAL STANDARD LIFE 


Suindd (90 — INSURANCE COMPANY 


211 W. Wacker Drive Chicago 6 
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ih = SeEcuRITY 


In ship design, it is a balance of speed, 
performance and sea-worthiness. —- 


In life insurance, it is a balance of new 
ideas. progress and sound principles. 


The 
FIDELITY MUTUAL 
LIFE INSURANCE COMPANY 


THE PARKWAY AT FAIRMOUNT AVENUE 
PHILADELPHIA ¢ PENNSYLVANIA 


300 Attend Texas 
A&S Sales Congress 


The annual sales congress of Texas 
Assn. of A&H Underwriters included 
a one-day program of top speakers at 
Dallas, San Antonio and Houston on 
three consecutive days. 

Some 300 A&S underwriters attend- 
ed the meetings which were presided 
over at Dallas by J. Frank Smith of 
Southland Life, president of the Dallas 
association; at San Antonio by Marion 
Coulter of Washington National Life, 
and at Houston by John Brazzel of 
Guardian General Life. 

F. B. Stottrup, general agent at 
Decatur, Ill. for Mutual Benefit H.&A. 
and United Benefit Life, opened the 
sessions with a discussion of sales 
dramatization in which he called 
thought, enthusiasm and _ consistent 
work the fundamentals of selling. The 
importance of dramatization can best 
be illustrated by the advertisements 
of most national firms, he said. Mr. 
Stottrup highlighted his talk with 
numerous anecdotes to point up the 
importance of dramatization in helping 
a prospect to visualize the services 
provided by A&H and life insurance. 

The luncheon speaker was C. E. 
McDonald of International Fidelity, 
president of International Assn. of 
A&H Underwriters, who outlined why 
he sells multiple line insurance. Some 
of the reasons he gave were: It ren- 
ders an economic good to the man who 
buys and to me through the commis- 
sion I receive, I can select the people 
with whom I do business, I set my 
own hours of work I am not at the 
beck and call of anyone, I have no 


—_—= 
capital outlay and there is no limit to 
my enterprise and the income | ma 
achieve. He said the public attitude 
toward life and A&H salesmen 
changed so that now the insuranee 
salesman is considered a respecte 
and honored professional man anq a 
social and economic asset to his com. 
munity. 

R. L. McMillon, president of Texas 
Assn. of A&H Underwriters, presenteq 
plaques to 16 underwriters wp, 
qualified for the leading produces, 
round table. 

Eugene V. Boisaubin, supervisor of 
agencies in the eastern division of 
General American Life, said that 799, 
of those men who fail in the insurang 
business do so because they fai] in 
prospecting. “Prospecting is the hear 
of the sale and can become a habit 
process instead of a problem if sales. 
men use a notebook to record the 
names and occupations of everyone 
they meet.” He urged agents to review 
their list of policyholders as the nex 
best method of developing prospects 
As another source of prospects, he 
suggested names of people who make 
the news. 

Rudy Kohlruss of Continental Cag. 
ualty, Rocky Mountain area chairman 
of the International association, urged 
underwriters to take an afternoon off 
to visit the temporarily and perman. 
ently disabled occupants of hospitals 
in order to feel the intense need for in. 
come protection. He advocated the 
“afternoon off” visit as an effective 
method of instilling a sincere desire ty 
sell disability coverage. 





Manhattan Mutual Life of Kansas is 
planning a new 6,000 square foot home 
office building with completion sched- 
uled for next fall. 








REINSURANCE 


Whenever REINSURANCE in A. & H. or Casualty features of Life 
policies is discussed, remember the pioneer professional Rein- 
surer in this field—and call for EMPLOYERS service, with forty 


years of care and experience back of it. 


Emptoyers REINSURANCE CORPORATION 


KANSAS CITY, MISSOURI. 
21 WEST 10th St. 


NEW YORK CHICAGO 


107 William St. 175 W. Jackson 


SAN FRANCISCO 
100 Bush St. 


LOS ANGELES 








1139 W. 6th 
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Current Cooperative Advertising Campaign 
Called the Most Effective Yet Undertaken 


NEW YORK—The current coopera- 
tiv 


e advertising program of the life 
insurance business 
was cited as the 
most effective yet 
undertaken in car- 
rying the story of 
life insurance to 
the public, in a 
symposium pre- 
sented at the an- 





nual meeting of 
the Institute of 
Life Insurance 
here. 
W. P. Worthington Citing the prin- 
‘ ciples guiding 


these cooperative campaigns and the 
procedures followed in preparing 





Clarence J. Myers Donald F. Barnes 


them, Clarence J. Myers, president of 
New York Life, spoke for the plan- 
ning committee directing the cam- 
paigns and emphasized that the high- 
ly competitive nature of the business 
created a special need for an insti- 
tuticnal effort of this kind. 

“It is important that life insurance 
should have a means of presenting a 
united front to the American public,” 
Mr. Myers said, “and of speaking with 
one common voice frcm time to time, 
making the powerful impact that 
comes when many individual compan- 
ies join forces and act together as 
one.” 

Mr. Myers said the cooperative ad- 
vertising has given the business pres- 
tige and helped the companies col- 
lectively and also has helped the in- 
dividual companies in their own ad- 
vertising. 

Looking ahead, he said that “the 
signs point to an even more signifi- 
cant place for our cooperative adver- 
tising program in coming years, in 
view of the growth of the business, 
with the new prcblems that arise, 
and the growing questions posed by 
federal and state relationships in our 
field. There will be even greater ad- 
vantage in the future in having more 
people know more about us.” 

The value to individual companies 
from tying their plans in with the co- 
operative advertising were cited by 
William P. Worthington, president of 


Home Life of New York, speaking for 
the member companies. 

“Advertising in itself does not sell 
life insurance,” Mr. Worthington said. 
“A life insurance sale is a person-to- 
person transaction. Advertising should 
aim to increase the prestige of the 
field man in the eyes of the public he 
serves.” 

. e e 

The current program, according to 
Mr. Worthington, is aimed in that di- 
rection and “has really hit it.” He de- 
scribed the seven different ways in 
which that company has tied the co- 
cperative campaign into its own pro- 
gram, including special home office 
and field meetings, distribution to the 
agencies of advertising kits, exten- 
sive use of ad reprints, adoption of 
the campaign slogan cn the company’s 
postage meter, an article on the cam- 
paign in the company house organ 
and an article in the annual report to 
policyholders. 

Denald F. Barnes, director of the 
advertising and promotion division of 
the institute, speaking for the insti- 
tute staff, said that the campaign was 
based on the premise that, “if we can 
give our citizens a warm feeling, a 
comfortable and satisfied feeling about 
the life insurance they own today or 
may soon buy, we will have thrown 
up an effective roadblock against scme 
of the problems which might exist in 
the days to come.” 

Mr. Barnes said that the ultimate 
objective of any advertising is to get 
ideas into people’s minds and thus the 
efforts in company and agency ranks 
to make use of and give backing to the 
campaign have special value. 


Milwaukee A&S Agents 


Hold Party for Orphans 


E. E. Ballard, president of All Amer- 
ican Casualty of Chicago, «ddressed 
the December luncheon meeting of 
A&H Underwriters of Milwaukee. 

The association played host to 
several hundred children from the 
Milwaukee County Children’s Home at 
a Christmas dinner and party Dec. 16. 


Independent Life, Ark., 


Reactivates Old Charter 


The charter of Independent Life, 
North Little Rock, Ark., which has 
been dormant for about 25 years, has 
been reactivated with the formation 
of a new company. Officers are L. R. 
Luker, president; A. C. Luker execu- 
tive vice-president, and J. R. Reeves, 
secretary-treasurer. 

The company has been authorized to 
sell 19,500 shares of class A stock with 
a par value of $4 and 40,000 shares 
of class B stock with no par value. 
As of Dec. 1, about $70,000 in stock 
had been subscribed with $28,000 of 











GLOBE Life INSURANCE COMPANY 








Attractive Agency Contracts 











COMPLETE LIFE INSURANCE 


















COVERAGES—Ages 0-60 
ALSO ACCIDENT, HEALTH, 
HOSPITALIZATION AND MEDICAL 


For Particulars Write Home Office 
159 North Dearborn St., Chicago 1, Illinois 


WILLIAM J. ALEXANDER, PRESIDENT 


this paid. 

Independent has started operation 
as a “stipulated premium company,” 
but will change to legal reserve status 
as soon as enough stock has been sold 
to qualify for that classification. Un- 
der present Arkansas law, a company 
cannot be chartered with less than 
$100,000 subscribed and $50,000 paid 
in capital, however, Independent is not 
affected by his provision since it 
brought up a dormant charter issued 
under earlier law. 





Washington National is_ installing 
safety seat belts in all company cars. 


Great-West Life Makes 


5 Investment Appointments 


Great-West Life has promoted H. A. 
Roberts, G. C. Elliott and W. S. M. 
Lang from assistant treasurers to as- 
sociate treasurers, F. W. Buchanan 
from bond investment manager to as- 
sistant treasurer and has named W. K. 
McIntyre treasury assistant. 

Mr. Roberts joined the company in 
1947, Mr. Elliott in 1940, Mr. Lang in 
1933, Mr. Buchanan in 1948, Mr. Mc- 
Intyre in 1923. 





representative. 


Agency and 

field underwriting 
opportunities 
available to men 
residing in the 

14 Western States. 








old 


technique for 
producing 


Nowadays, you hear more people talking about 
new techniques for producing in the insurance business 
...and we think this is fine! But, we’d like to tell you 
about an old technique used by the men at the Capitol 
Life which boosted their income 33.8% during 1953. 

It’s an old technique you are very familiar with... 
a sales technique that is best described as being 98% 
perspiration and 2% inspiration. The men at the Capitol 
Life live by this technique which is why they are successful. 
However, quite often we find a new man who rates high 
on the “perspiration” side of the equation but doesn’t do 
so well on the “inspiration.” That's where we step in. 

When a new man joins the Capitol Life, he gets 
effective sales training that prepares him for the “tough” 
ones. He enjoys the use of proven sales aids along with 
a complete portfolio of competitive contracts with com- 
petitive rates. But we don’t stop there. Every Capitol rep- 
resentative gets better than average first year commis- 
sions, liberal sales bonuses...plus his personal Group 
Life and A&S coverages. These plus benefits along with 
an attractive company Pension Plan is enough to give any 
man the inspiration he needs. Just ask any Capitol Life 


INSURANCE COMPANY 
DENVER, COLORADO 


WRITE: Thomas F. Daly Il, Vice President and Director of Agencie- 
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| ANICO'S best advertisemen,, 













‘ ANICo representatives 3" 


J. W. BARTON 

Glendale. California 
An ANICO Career Underwriter who has been i ly s $ 
ful from date of employment. In eight years of service, he 
advanced from Agent to Staff Supervisor to Regional Supervisor 
to District Manager. As District M ger of G le, Californi 
for the last sixteen years, he has placed the District in continuous 
leadership and has done an putstanding job in developing men. 
Mr. Barton is a good perscral producer and is a life member of 
the Presidents Club. 


YOU CAN GROW WITH ANICO 


@ A working contract that permits outstanding earnings. 
@ Policies that stand out in value against any competition. 
@ A management philosophy that is based on the axiom that 
a company succeeds only when its agency force succeeds. 
@ The most modern and effective selling aid program that 
can be devised 
For information without obligation address 
“Executive Vice-Presicent’’ 
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OVER 3 BILLIONS OF LIFE INSURANCE IN FORCE 


OPPORTUNITY 


IN THE 


United States 


LIFE INSURANCE COMPANY 
In the City of New York 


OLDEST STOCK LEGAL RESERVE LIFE INSURANCE COMPANY 
IN THE COUNTRY 


LIFE 


¢ Substandard up to 500% mortality. 

¢ Family Income up to $50 monthly per $1,000 base 
policy. 

+ Quadruple Protection — provides level coverage 
equal to 4 times the base policy. 

¢ Underwriting of Foreign Travel or Residence. 


GROUP 


¢ All forms of Group Insurance. 

¢ Originators of the unique SALES ROBOT—the self 
service group underwriting kit. 

* Originators of Baby Group. 

¢ Group Major Medical Expense Insurance. 


ACCIDENT & HEALTH 


« Guaranteed Renewable A & H Contract. 

+ Lifetime Accident and Confining Illness—first day 
coverage. 

+ Catastrophe Hospitalization—up to $5,000. 





Because of our Company’s expansion there are excellent 
opportunities for General Agencies in the following cities: 








Baltimore Cincinnati Detroit Los Angeles Pittsburgh 
Chicago Cleveland Minneapolis Philadelphia St. Louis 


If you feel you have the qualifications of a successful General Agent you should 
investigate the United States Life. For more information write now ... 


Agency Department (SP) 84 William Street, New York 38, N. Y. 


TOP COMMISSIONS - LIBERAL UNDERWRITING 
COMPETITIVE RATES 













he headed the local and state life yp. 
writers association. 
Mr. Toler joined the company a 


Agency Department 
Washington in 1931 and was manager 


Given Higher Rank é .. at Augusta and Atlanta district offices 

RICHMOND—Life of Virginia has pefore becoming assistant vice-presj_ 
advanced Albert M. Orgain and W. dent in 1950. 

Randolph Mr. McWilliams joined the company 


Toler from as- in 1933. Besides home office service 
sistant vice-presi- 


dents in charge of 
divisions 1 and 3 
respective- 
ly, to 2nd _ vice- 
presidents. 

Robert W. Mc- 
Williams, 
manager at Nor- 
folk, also becomes 
a 2nd _ vice-presi- 
dent, in charge of 
division 2. He suc- 


Five in Life of Va. 





Albert M. Orgain 











ceeds George F.Albright, assistant vice- Jar 

president who has been named assist- George F. Albright P. J. Williamson nn 1 

to President Charles A. Taylor and will he has been manager in Staunton, partm 

Lynchburg, Newport News, and Nor. cation 

folk. ep divisic 
Mr. Albright joined the company at sion. 

Charlotte, N. C., and later served as Hea 

manager at Atlanta before going to the James 

home office. | of tré 

Mr. Williamson joined Life of Vir- joined 

ginia 21 years ago, serving in Anderson, in 194 

Ind., before going to Baltimore. He js |} Newa! 

a CLU. | since 

| perint 

at the 

Iowa Accountants Meet Pau 

W. Randolph Toler R. W. McWilliams Iowa Assn. of Insurance Accountants elers | 

g ere , ; , & Statisticians held its second meeting since 

assist him in planning and directing of the year at Des Moines. sistan 
agency operations. Speakers at the one-day session in- sales 

Paul J. Williamson, manager at cluded Frank Johnson of the Meredith comes 

Baltimore since 1944, becomes assist- Publishing Co.; Don Wilson, assistant vices. 

ant vice-president in charge of field treasurer of State Auto Assn.; M. Hol- Rok 
training. brook Morrison Jr., assistant secretary haan 
: Inter-Ocean and John Myron of Berry- er 

Mr. Taylor said these changes are \yron Business Machine. Bridg' 

being made in anticipation of the re- and t 

tirement on March 31, after 43 years assist 

service, of Harry P. Anderson, vice- Agency Sells 347% of Quota | gales - 

president in charge of all combination The Rochester agency of Columbian super: 
agencies since 1937. Mahone _ has =. ™ a E. 

es ares cup for producin ® of quota in | j 
Mr. Orgain joined the company 21 re pool pean President Julian pv 


years ago. Before going to the home D. Anthony will present the cup to | 
office in 1948 he was for six years dis- General Agent Frank A. Wickham at || 
trict manager at Columbia, S.C., where a dinner in early January. TI 
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Because he knows life in- ] 





surance and has learned 
why people buy. And his 
working tools—for pros- 
pecting, for selling, for 
organizing his work—are 
tested, and do the job. 
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THE Gio Sate Lire 


COLUMBUS, OHIO 





A COMPLETE LINE OF LIFE, HEALTH, 
ACCIDENT AND HOSPITAL COVERAGE 
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Five Advanced as Travelers Revamps, Expands 
Its Training Program for Agents and Staff 


HARTFORD—Travelers has made an 
extensive reorganization and expan- 
sion of its training and sales assist- 





Paul K. Browne 


James C. Smith 


ance facilities in the life and A&S de- 
partment, including an expanded edu- 
cation division, a new special services 
division, and a sales promotion divi- 
sion. 

Heading the new education section is 
James C. Smith, who becomes director 
of training and special services. He 
joined Travelers at Princeton, N. J., 
in 1941, served as assistant manager in 
Newark, manager at Erie, Pa., and 
since early 1955 has been assistant su- 
perintendent of salary allotment sales 
at the home office. He is a CLU. 

Paul K. Browne, who joined Trav- 
elers in Dallas in 1929, and has served 
since 1951 at the home office as as- 
sistant superintendent of training, 
sales research, and promotion, be- 
comes superintendent of special ser- 
vices. 

Robert B. Safford, a CLU, who has 
been with the company since 1934 at 
Bridgeport, Conn., Rochester, N. Y., 
and the home office, most recently as 
assistant superintendent of training, 
sales research and promotion, becomes 
superintendent of training. 

E. Rowland Evans, who has been 
with Travelers at Des Moines, Sioux 
City, and the home office, where he 


was assistant superintendent of agen- 
cies, becomes superintendent of sales 
promotion. 

Henry G. Williams, former manag- 
ger at Ottawa, who also served Trav- 
elers in Montreal and Halifax, will as- 
sist Mr. Safford. 

Reid Hartsig, a CLU and long con- 
nected with the Travelers training pro- 
gram, will continue as assistant super- 
intendent of training. Albert M. Nelson, 
assistant superintendent of sales pro- 
motion, will assist Mr. Evans. Assist- 
ing Mr. Browne in the special ser- 
vices division will be personnel ex- 
perienced in estate planning, taxation 
problems relating to insurance, trust 
matters and business insurance. 

The basic and intermediate train- 
ing covers the agents first couple of 
years. It is given in the field except 
that men showing special aptitude and 
meeting production, commission and 
training requirements attend a two- 





Robert B. Safford E. Rowland Evans 


week intensive training course at the 
home office. Intermediate training in- 
cludes field courses plus LUTC. After 
two years of training it is anticipated 
that qualified men will study for CLU, 
which is considered a supplement to 
the advanced program. 

The latter will be carried to the field 
by special training teams from the 
special services, training, sales pro- 


motion, and agency divisions. Seminars 
will be conducted all over the United 
States and Canada, with emphasis on 
estate planning and advanced under- 
writing. Agents completing all phases 
of training will be eligible for the fa- 
cilities of the special services division 
on their individual case problems. In 
addition, the special services division 
will help prepare and teach estate plan- 
ning course for management and 
agents and will prepare bulletins and 
other materials relating to tax laws 
pertaining to insurance and how to 
handle situations encountered in es- 
tate planning and business insurance 
cases. 

All agents, regardless of training sta- 
tus, will get new sales ideas and tech- 
niques through management or gen- 
eral agency staffs and through bulle- 
tins, etc., from the home office, all of 
this being implemented by seminars 
conducted by home office teams for 
selected groups. 

There will also be new program of 
staff training designed to prepare more 
personnel for management responsibil- 
ities. Most staff men enter the organ- 
ization as agency service representa- 
tives. After training and evidencing 
fitness for promotion, the new repre- 
sentative sells for 13 weeks to prove 
his sales ability, then goes to the home 
office for five weeks of intensive train- 
ing in management fundamentals. He 
returns to the field as a unit leader. 

A year later he gets another course at 
the home office. After training and 
maturing on the job he becomes an as- 
sistant manager. When he has had 
enough experience he goes to the home 
office for the assistant managers ad- 
vanced training course, a newly de- 
signed program to prepare men for 
taking managerial responsibilities. Men 
in the staff training course also take 
the basic, intermediate and advanced 
programs, LUTC, and are encouraged 
to study for CLU. 





Ministers Life & Casualty Union and College 
Life of Indianapolis have been licensed in 
California. 








There’s something special about a Maccabees agent 





Offices in principal 





THE 


Extra benefits 
keep him whistling 
\e Competitive first year commissions give him 
a good living right from the start. 
We Vested renewals protect his family’s future. 


\o Liberal pension and insurance plans add to 
his security. 


\e Free direct mail (including all postage costs) 
aids him in prospecting. 
Ag Training program increases his sales effec- 
\ tiveness. 


\e Management opportunities make his future 
bright. 


If you’ve been looking for extra benefits to keep 
you whistling, write Robert O. Shepler, Field Direc- 
tor. There are excellent opportunities for rapid 
advancement in many territories in the United 
States and Canada. 


The Maccabees Building * Detroit 2, Michigan 


cities of the United States and Canada 


MACCABEES 


—a Life Insurance Society 





American National Stages 
Meetings for 100 Managers 


American National is holding a ser- 
ies of meetings at Dallas, St. Louis, 
Chicago and Los Angeles for approxi- 
mately 100 managers of combination 
and ordinary agencies. 

Operational plans for 1956 will be 
discussed. There also will be previews 
of a non-cancellable A&S line to be 
introduced next year, a rate book to be 
released Jan. 1, as well as other im- 
portant and competitive changes in 
rates and policies. 


in Pacific Mutual’s 
CAREER BUILDING 
OPPORTUNITIES 


inspired William 
Richard Balkin’s 
long-range activity 
planning which has 
matured in his Mil- 
lion Dollar Round 
Table membership, 
his 12-year top rank 
standing in the Pa- 
cific Mutual Big 
Tree Leaders Club, 
and in the recogni- 
tion he enjoys as 
one of Chicago’s 
distinguished com- 
munity service 
leaders. 


Quality is the dom- 
inant objective in 
all Pacific Mutual 
field procedures. 


Maztucl 


LIFE INSURANCE COMPANY 
HOME OFFICE: LOS ANGELES, CALIF. 


TH Eg 
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LIFE Since 1868 « ACCIDENT Since 1885 
SICKNESS Since 1904 + RETIREMENT PLANS Since 1919 
GROUP INSURANCE Since 1941 
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Force Disclosure of NSLI Subsidy 


The recent announcement of the an- 
nual National Service life insurance 
dividend payment has brought the 
usual rash of invidious comparisons be- 
tween NSLI dividends and those paid 
by regular life companies. A typical 
comment is that not only is the NSLI 
dividend much larger than the com- 
panies pay but the premiums are much 
lower. 

Many people who are _ prejudiced 
against life insurance because it takes 
dollars they’d rather spend for fun are 
quick to believe ‘there’s something 
wrong with regular life insurance be- 
cause it costs so much more than NSLI. 
Even though they’re not socialists they 
grumble that if the government can in- 
sure people’s lives so much more cheap- 
ly—and men in hazardous military 
duty, mind you—why not let the 
government take over the whole job? 

The public needs to be told, not just 
once but continually, that the low rates 
and high dividends of NSLI are due in 
large measure to the heavy subsidy that 
comes out of the taxpayers’ pockets. 
Whatever the abuses connected with 
soldiers’ bonuses, at least there was no 
doubt in anybody’s mind that the tax- 
payers were paying for them. Nobody 
was saying, “If the government can 
give free money to veterans, why can’t 
the banks give free money to every- 
body? If they can’t, it shows they are 
inefficient and ought to be taken over 
by the government.” 

Yet many intelligent people consider 
the low rates and high dividends of 
NSLI to be evidence of inefficiency 
on the part of regular life companies. 

We believe that there should be a 
law requiring that NSLI dividend no- 
tices indicate clearly the source of the 
dividends and rates are subsidized by 
the American public. Moreover, the no- 
tice should state clearly that because 
of these subsidies the rates, dividends, 
and net costs of NSLI cannot be fairly 
compared with regular life insurance. 
It might be well for the statute to pre- 
scribe the language in which this no- 
tice would be phrased. 

When the government is competing 
with private industry it owes, in com- 
mon decency, an explanation of any 
price difference due to subsidy. In 
the case of NSLI there are two other 
compelling reasons: first, the amount 
of help given by the life insurance in- 
dustry to formulating and guiding 
NSLI, and second, the vast amount of 
free advice that life agents give pros- 
pects and clients, many of whom have 
so much NSLI that they are insured 


virtually up to their capacity to buy. 

There can be no valid objection to a 
law requiring the federal government 
to explain the truth about the source 
of its high NSLI dividends when it is 
paying them and to warn that they are 
not comparable with regular life in- 
surance dividends. The cost would be 
trifling. If an enclosure slip would in- 
volve an undue outlay the information 
could be printed right on the dividend 
check. 

Meanwhile it would be possible for 
the regular life companies to do more 
to offset the misconceptions about 


NSLI costs than they are now doing. » 


For example, they could include the 
subsidy information with their own 
dividend notices, either on the notice 
or as a separate leaflet. It would not 
matter that it would be going to many 
who never owned NSLI. It is just as 
important for non-NSLI policyholders 
to understand the truth about the NSLI 
subsidy. Not only does such a person 
need to know why his insurnce costs 
more than NSLI but he should be en- 
abled to explain it to those who bring 
up in conversation the difference be- 
tween the cost of NSLI and regular in- 
surance. 

Unluckily, there are many people 
who are quite ready to believe that 
life insurance costs more than it should. 
This is probably a natural human at- 
titude for a policyholder who is paying 
out substantial sums for benefits that 
he will never enjoy himself unless af- 
ter retirement. The heavily subsidized 
NSLI dividend and premium rates are 
among the most effective nourishers 
of this life-insurance-costs-too-much 
notion. They can’t be got rid of but 
their effect can be minimized if the 
government is forced to print an ex- 
planation to NSLI policyholders and 
life companies take the trouble to ex- 
plain the subsidy to their own policy- 


PERSONALS 


David F. Barrett, St. Louis trade pa- 
per correspondent, this month is start- 
ing his 50th year in newspaper work. 
Mr. Barrett began his career as a copy 
holder for the old St. Louis Republic in 
1906, and later was with the Sunday 
Telegraph, Evening Sun of East St. 
Louis and the St. Louis Times and St. 
Louis Star before going into full-time 
trade reporting in 1922. He since has 
covered the St. Louis area for THE NA- 











TIONAL UNDERWRITER.. He was associa- 
ted from time to time with the public 
relations department of American Life 
Convention from 1927 to the fall of 
1954. 


Jack Krause, general agent of Penn 
Mutual Life at Lansing, Mich., has been 
appointed to head the business and 
professional committee for the 1956 
March of Dimes there. 


Clarence A. Jackson, president of 
American United Life, has been elected 
lst vice-president of Indiana Chamber 
of Commerce. 


Dudley P. Dandivier, a broker with 
Travelers at Louisville and formerly 
Kentucky insurance director, recently 
underwent a serious intestinal opera- 
tion, but is now reported to be doing 
well. 


Francis J. Pinque, vice-president and 

comptroller of Colonial Life, has been 
elected president of New Jersey Tax- 
payers Assn. Inc. 








Thurman Returns 
as Ky. Director 


Cad P. Thurman, who has been state 
agent of America Fore group, has been 
sworn in as the new insurance di- 
rector of Kentucky, succeeding Syl S. 
Goebel, who has resigned. This se- 
quence of events had generally been 
anticipated since the election of A. B. 
Chandler as governor of Kentucky in 
November. 

Mr. Thurman served for a year aS 
Kentucky director in 1948-49, during 
that time taking a leave of absence 
from his duties as Kentucky state 
agent of America Fore. He started his 
career with Continental in 1922, and 
has for nearly all of his 33 years with 
the company been Kentucky state 
agent. He was a school teacher and 
local agent at Hodgenville, Ky., in his 
earlier days. During his term as Ken- 
tucky director six years ago, Mr. Thur- 
man did an effective job in reorganiz- 
ing the department. He has been in the 
insurance business for about 40 years. 

Mr. Chandler has resigned as vice- 
president and a director of Coastal 
States Life of Atlanta. He has a strong 
insurance background and in the early 
30s served as a receiver for the old 
Inter-Southern Life. 





Equitable Policyholder Is 100 


Equitable Society paid tribute to one 
of its oldest policyholders, Mrs. Isa- 
bella C. Kelton, Columbus, Ohio, on 
her 100th birthday. Manager George J. 
Woodward presented Mrs. Kelton 100 
roses plus “one to grow on” and de- 
livered a congratulatory message from 
President Ray D. Murphy. She is an 
annuitant. 





People’s Life has purchased a city 
block bounded by New Hampshire 
avenue, F, G and 25th streets, N. W. 
in Washington D. C., as the site for a 
new home office. 


DEATHS 





GUY W. COX, 84, retired chairman 
and president of John Hancock, died at 
New England Dea- 
coness hospital, 
Boston, after a 
short illness. He 
had been a mem- 
ber of both houses 
of the Massachu- 
setts legislature 
and was a member 
of the state consti- 
tutional conven- 
tion 1917-1919. Be- 
fore joining John 
Hancock, he serv- 
ed as counsel for 
insurance companies and utilities for a 
number of years. 

Mr. Cox, who joined John Hancock 
in 1923 as vice-president and generaj 
solicitor, retired June 30, 1948, after 95 
years with the company. He was elec. 
ted president in 1936 and board chair. 
man in 1944. 





Guy W. Cox 


HARTWELL CABELL, 92, who 
practiced insurance law in New York 
City for 50 years prior to his retire. 
ment in 1950, died. In 1938 he serveq 
as chairman of the life insurance law 
subcommittee of the New York State 
Bar Assn. and in 1940 was chairman of 
its insurance committee. 


ALBERT E. RACINE, 75, long-time 
representative of Maccabees, died at 
Muskegon, Mich. He. had been with 
Maccabees for some 40 years. 


HORANCE P. LIVERSIDGE, 11, 
chairman of Philadelphia Electric Co, 
for the past 12 years a director of Fi- 
delity Mutual Life, died at Jefferson 
Hospital, Philadelphia. 








Pa. Increases Agents’ 
License, Service Fees 


Pennsylvania has increased _insur- 
ance license fees and service charges 
by about $1 million. Most of the money 
will be used to assure policyholders 
that they will receive the full protec- 
tion of their policies, 

Gov. Lader congratulated the insur- 
ance business for supporting the legis- 
lation. The increase will be used in 
part to increase operating funds of 
the insurance department. 


The license fee for an _ insurance 
broker is continued at $10. However, 
the charge of $25 for licensing a co- 
partnership or corporation as a broker 
has been eliminated. In lieu thereof 
each active member of such a copart- 
nership or corporation is required to 
pay the $10 fee. The fee for agents 
licenses is increased from $2 to $3. A 
new fee of $10 is to be paid by all 
persons applying for a written examin- 
ation for licensing. 
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Policyholder Total . 
Up 10 Million, Now 
Set at 103 Million 


NEW YORK—A total of 103 million 
men, women and children own life 
insurance policies purchased from le- 
gal reserve life companies, it was dis- 
closed Tuesday by the Institute of 
Life Insurance in a new survey. The 
study was made for the institute by 
the Survey Research Center of Uni- 
versity of Michigan. 

The new figure updates a 1954 esti- 
mate of 93 million policyholders, 
which was based on data supplied by 
life companies. In the current survey 
information was obtained directly 
from a representative sample of the 
U.S. populaticn. 

e e e 

The preliminary report on the new 
survey was given by Mrs. Virginia T. 
Holran, director of the institute’s di- 
vision of statistics and research, and 
Albert I. Hermalin, assistant statisti- 
cal director, at the institute’s annual 
meeting here. 

It was disclosed that in additicn to 
the 103 million legal reserve policy- 
holders, another 12 million -individ- 
uals own only fraternal, assessment, 
veteran’s or other types of life in- 
surance. Thus about 90 out of 100 in- 
sured persons have some life insur- 
ance in legal reserve companies; some 
of these pecple, of course, own other 
types as well. 

A breakdown of the figure for legal 
reserve policyholders reveals that 96 
million persons own ordinary cr in- 
dustrial policies. Another 24 million 
have group life insurance, most of it 
cbtained by employes where they 


work. These statistics show an over- 
lapping of 17 million—the number of 
people owning both individual and 
group life insurance. 

The 103 million policyholders of le- 
gal reserve life insurance represent 
nearly two-thirds of the entire popu- 
lation of the United States. About 30 
million are children under the age of 
18, which means that 55% of all the 
children in the country are covered 
by legal reserve life insurance. The 
73 million adult legal reserve policy- 
holders make up 70% of the adult 
population of the United States. 

Additional facts brought cut by the 
survey: 

1. Life insurance ownership is most 
frequent among people between the 
ages of 30 and 55. 

2. Eight out of 10 men have life in- 
surance; six out of 10 women own it. 

3. Among families with children un- 
der 18, about two-thirds have some 
type of life insurance for all or some 
of their children. 

4. In 57% of U.S. families, all family 
members have some kind of life in- 
surance. In another 30%, some mem- 
bers are insured. In only 13% of Amer- 
ican families no family members are 
insured. 

When a group of policyholders was 
asked about the importance they at- 
tached to the use of life insurance to 
provide income for old age, 38% felt it 
was of great importance to them; 28% 
thought it was of less importance and 
34% said it did not seem important to 
them. 

Similarly, policyholders were asked 


», about the use of life insurance to pro- 


vide funds for children’s education. 
Thirty-five percent said it was cf great 
importance. In the case of owning life 
insurance to pay off a mortgage in 
the event of death, 29% of the group 
rated its importance as high. 


























As the New Year Approaches 


The advent of a New Year brings a rebirth of the in- 
spirations of both men and corporate organizations. 
The success of both depends upon the resolve to im- 
prove upon the performance of the past, no matter 
how significant that performance may have been. 


The Union Labor Life Insurance Company enters 
upon its twenty ninth year of insurance service to the 
working man and his family with a record of accom- 
plishment that has grown with each passing year. 

It is our intention during the coming year to en- 
hance our credits and to renew our efforts to advise 
and counsel all those who have the future security in- 
terests of their families at heart. 


THE UNION LABOR 























LIFE INSURANCE COMPANY 


200 East 70th Street 
New York 21, N. Y. 


EDMUND P. TOBIN, President 


Mrs. Hclran noted that this is the 
first survey to reveal in so great de- 
tail information on life insurance own- 
ership. As additional facts come to 
light from the accumulated data, she 
said, the institute expects to learn 
more about the age groups of policy- 
holders, marital status, occupations, 
education, income and the number of 
their children. In addition, there will 
be further information on what people 
think about life insurance, and how 
they use it to meet their needs and 
aspirations. 


Miss Fannie McCallum 


to Retire from Colonial 


Miss Fannie M. McCallum, manager 
of the actuarial department of Colonial 
Life since 1943, will retire in early 
spring after 37 years’ service. 

Miss McCallum joined the company 
as an actuarial department clerk in No- 
vember, 1918, when the home office 
was in Jersey City. She took the job 
on a “temporary” basis because of pro- 
gressive nearsightedness, which has not 
prevented her from remaining in the 
department for her entire career. 
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MIDLAND MUTUAL LIFE- 


surance . . 
coverage and liberal benefits. 


greater income. . 
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MUTUAL LIFE 











Sickness 
Insurance 


TO NEW OPPORTUNITIES 


Now Midland Mutual Life brings you Accident and Sickness In- 
. a portfolio of sound, salable policies affording broad 


Agencies, for full details. 





The introduction of this new line gives Midland Mutual 
representatives across-the-board facilities for meeting the personal 
security needs of policyowners and prospects. That's why we're 
calling our Accident and Sickness program the Key to New Oppor- 
tunities. It’s aimed at opening the door to increased service and 
. through both the sale of disability protection 
and the development of additional life insurance production. 


Powerful sales “muscle” is provided by a 
complete kit of effective promotional helps . . . 
aids for use in both prospecting and closing. 


We invite you to investigate this new oppor- 


Charles E. Sherer, Director of 
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Sees Much Litigation 
Ahead on Time-Limit 
Provision in A&S 


NEW YORK—The uniform provis- 
ions law for A&S will provide a great 
amount of litigation and “it is most 
likely that there will be a plethoric 
supply of decisions on the time-limit- 
on-certain-defenses provision,” Harry 
J. McCallion, assistant general coun- 
sel of New York Life, predicted in 
his paper at the meeting here of Assn. 


of Life Insurance Counsel. 

There lies ahead the prospect of 
judicial construction of each provision 
of the uniform provisions law, for re- 
search has revealed no judicial decis- 
ion construing any of these new pro- 
visions, he pointed out. 


The social purpose of the time limit 
provision is salutary, he said, for it is 
designed to give the policyholders 
reasonable protection against indis- 
criminate contests of claims much like 
life insurance incontestable provisions. 
Yet despite this similarity it should be 
remembered that they are not the 
same, he warned. 

“Every effort must be made to avoid 
the unwarranted expansion of life in- 















L> Announcing... 


A new combination that takes the 
mystery out of funded premium 
plan merchandising procedures 















at see 


: 


A SPECIAL POLICY 


Ten Payment Life policy with first year cash value and 
dividends. Beginning with 6th year, premium reduced 50%. 
Minimum issue, $50,000. A top competitor. 


A SPECIAL ILLUSTRATION 
FOLDER 


For the first time, an attractive, easy to use, all-in-one 
FuNpED Premium PLAN presentation folder complete with 
sales track and figures. See for yourself! Just complete coupon 


and mail today! 











Providing sound coverage at reasonable cost 
through competent representatives. Bankers CNational’s 


consistent aim since its founding. 
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Send me a Funded Premium Plan illustration 
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surance incontestable decisions to the 
area of the A&S insurance time limit 
provisions.’ Mr. McCallion declared. 
“Even where the optional incontest- 
able clause of the latter provision is 
involved it must be kept in mind that 
we deal with a matter different from 
the life insurance incontestable pro- 
vision. 

“The distinctions were recognized 
by many of the experts who partici- 
pated in the drafting of the uniform 
provisions law. It was recognized that 
with respect to cancellable policies 
and policies renewable at the option 
of the insurer the term “incontestable” 
should not be used. Any so-called “in- 
contestable” clause in those policies 
could be vitiated by the insurer’s un- 
ilateral action. However, this term 
was properly used with respect to non- 
cancellable policies which naturally 
run for longer periods. 

-“Since many questions must be 
answered in connection with the time 
limit provision, litigation experts can 


ee, 
—<— 


anticipate that this and the other 
changes in the law will produce Many 
interesting courtroom moments.” 

Mr. McCallion’s 50-page paper jg 
a comprehensive treatment of paiterns 
and prospects in the regulation of Ags 
policy provisions. 





Franklin Life Names 
Dearie at New Orleans 


Joseph H. Dearie, with New York 
Life for 10 years, has been appointeg 
general agent at New Orleans for 
Franklin Life. He is a life and qualify. 
ing member of the Million Dollar 
Round Table. 





Des Moines Managers Hear Editor 
Kenneth L. Anderson, staff editor 
of Insurance R&R, in addressing Des 
Moines General Agents & Managers 
Club, pointed out that selling is both 
economically and socially justifiable 
because it is wasteful for buyers to ac. 
quire all the knowledge necessary for 
purchasing complex products. 








Joseph M. Bry- 
an, chairman of 
Pilot Life and Ist 
vice-president of 
Jefferson Stand- 
ard Life, was guest 
of honor ata 
luncheon at 
Greensboro spon- 
sored by Life com- 
panies domiciled in 
North Carolina. 
Mr. Bryan recent- 
ly was elected 
president of Amer- 





ican Life Convention. Left to right: O. F. Stafford, president of Pilot Life; Mr. 
Bryan; Bascom M. Baynes, president of Home Security Life of Durham and 
state vice-president of ALC; and J. M. Waddell, executive vice-president of 


Pilot Life. 
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REPUBLIC NATIONAL LIFE 


INSURANCE COMPANY 


Theo. P. Beasley, President 


life insurance in force exceeds 


$875,000,000.00 


PLUS: One of the most advanced agents 
Supervised offices... Trained Group 


Underwriting and home office staff... 


Top commissions. 


programs in the nation... 


assist agents ... An alert 


Home Office, Dallas 














Decern 


—— 


Nav 
CIO 


LA} 
plans 
discus 
rate 3 
Servic 
assaile 





LI 








, 1955 
——=. 

other 
4 Many 


iper is 
aiterns 
of A&S 


York 
Ointed 
1s for 
ualify. 
Dollar 


Editor 
editor 
& Des 
Nagers 
> both 
ifiable 
to ac. 
ry for 











December 16, 1955 


LIFE INSURANCE EDITION 








Navarre to Meet with 
CIO on Rate Protest 


LANSING—Commissioner Navarre 
plans to meet with CIO officials to 
discuss protests of a proposed 23% 
rate increase by Michigan Hospital 
Service. CIO President Walter Reuther 
assailed the increase as excessive. 

The commissioner indicated he 
would not approve the proposed 
schedule until he had given full con- 
sideration to the union’s arguments. 
Gov. Williams was quoted in the labor 
press last week as having referred all 
protests he had received to Commis- 
sioner Navarre. 

Mr. Reuther said the increase would 
bring the monthly cost of the hospital- 
ization service to $9.10 for the average 
family “and would place the cost of 
such protection outside of the means of 
a great number of people in Michigan.” 

Mr. Reuther conceded that the plan 
“provides a high level of benefits and 
that hospital costs are going up.... 
However, Michigan Hospital Service 
has failed to demonstrate the need of 
so large an increase in rates.... The 
plan is assuming that hospital costs 
will not only continue to increase, but 
contrary to actual experience, that 
they will rise at an ever-increasing 
rate.... There is great danger under 
prepayment plans that some hospital 
administrators will feel that anything 
goes; that their costs, whether justified 
or not, will be passed on to the con- 
sumer. There is a question whether the 
hospitals have enough incentives to 
economize; whether there is unneces- 
sary use of drugs, laboratory, X-ray 
and other facilities, and whether doc- 
tors are abusing hospital care and add- 
ing to the cost of prepayment.” 

Mr. Reuther also cited complaints 


from some doctors that present pro- 
cedures have resulted in “millions of 
unnecessary days of hospital bed oc- 
cupancy and many millions of unes- 
sential procedures.” 

There have been unofficial reports 
the unions would sanction an increase 
of around 16%. 





Insurance Exchange in 


Chicago Plans Improvement 


The Insurance Exchange building in 
Chicago is refinancing an outstanding 
$4 million indebtedness with a new 
$6 million mortgage loan to provide 
funds for completion of an air condi- 
tioning program. 

The new 442% loan was made by 
Prudential and it replaces a $4 million 
balance of a $6,975,000, 4% loan made 
in 1945 by Prudential. 

Nearly all of the $2 million will be 
used for air conditioning work, slated 
to begin in January. Some 40% of the 
building now is air conditioned. Air 
conditioning will be available to all 
tenants, though not forced upon those 
who do not desire it. 


CORRECTION 


J. Francis Ireton of Commercial 
Credit Corp. was quoted in the Dec. 2 
issue as saying his company’s cost 
study in Pennsylvania showed the cost 
to the creditor on insured loans to be 
19 cents per $100 of loan. However, in 
mentioning the 19-cent figure Mr. Ire- 
ton meant 19 cents per loan. Since 
Commercial’s average loan in Penn- 
sylvania was $400 or more, this would 
work out to less than five cents for 
each $100 of loan or closely compar- 
able with the Household Finance Corp. 
study mentioned in the previous par- 
agraph of the news story, which dealt 
with a commissioners hearing on credit 
insurance. 
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ONE BILLION DOLLARS 





HEALTH e HOSPITALIZATION e GROUP 


1 Heistnas 


..to our policyowners, agents, 
employees and friends every- 
where. May your Holiday 
Season be joyous and 
your New Year 

prosperous. 


INSURANCE IN FORCE 
59 Branch Offices 


Home Office @ Dallas 





















Split-Dollar Insurance Plan Booklet 


Rarely is an employer presented the opportunity to single out 
certain key employees, quietly make an investment in them, 
get a substanial return on that investment, and expend not a 
dollar in the process. Rarely is a junior executive offered the 
chance of being helped to fulfill a basic family responsibility 
that perhaps otherwise could not be done on the same scale. 









Through the Split-Dollar Insurance Plan, an employee 
benefit rapidly gaining in popularity, all this can be made 
possible. 














Our new booklet—The Split-Dollar Insurance Plan—de- 
tails to your prospect what the plan is, how it works, why the 
need and complete summary of advantages. Trial order of 
6 booklets, $1.20 postpaid. 
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SERVICE 15 


products — gasoline, oil, tires, batteries and a wide variety of 
automotive gadgets. Why is it, then, that some attract many 
more customers than others? It’s service! Not just a mechani- 
cal swipe-at-the-windshield variety, but friendly, bumper-to- 
bumper, under-the-hood, we-want-to-please-you attention which 
makes the difference. 


companies offer to brokers similar types of policy contracts 
which sell for approximately the same price and return just 
about the same commissions. 
brokers deal with State Mutual ? 
our General Agents and Brokerage Managers and a field- 
minded Home Ofhce Underwriters’ staff do all in their power 
to give that extra-speedy, efficient, personalized service that 
lets the broker know that his business is considered of real 
importance. This service, of which we are justifiably proud, 
is the same for all brokers — for small cases as well as large. 


We like brokers — and we feel sure you'll! like us. 


Try us — drop into one of our 70 nationwide offices for some 
real State Mutual hospitality. 


wre Mipoote Nane / 


Most filling stations carry very much the same line of 


This difference holds true in the insurance business. Most 


Why, then, do more and more 
We think the reason is that 


STATE MU UAL LIFE 
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Colonial Life’s 


PREFERRED WHOLE LIFE 
POLICY 


hits the Sales Target everytime. 


ee 


not just Low Cost... 


but GUARANTEED 
LOW COST 












INSURANCE COMPANY 
of America 

HOME OFFICE EAST ORANGE, N. J. 

RICHARD B. EVANS, President 
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Collier's 


Colorful pages in leading magazines are tell- 
ing 13 million American families exactly how 
they can provide DOUBLE-DUTY DOLLARS— 
SAVINGS AND PROTECTION! H's the story 
of UNITED OF OMAHA'S famous ‘20-20 FULL 
CASH REFUND PLAN,” that's still breaking 
records. Sales up 25%, first half of 1955. 
Last haif leading any previous period. 








FULL CASH 
REFUND 


Fill out coupon and send by AIR 
MAIL . . . TODAY! You'll be glad 
you did. 


What does this mean to YOU? Mail the cou- 
pon for full details. No obligation. 


MAIL COUPON TODAY! 


AGENCY DEPT., Dept. NU 

UNITED OF OMAHA, 

Omaha, Nebraska 

Please rush full information about your 20-20 plan. Tell 

_ = about your profitable LIFETIME CAREER CON- 
ACT. 








UNITED BENEFIT LIFE 
INSURANCE COMPANY 
More than a billion-and-a-half doi- 
lars of life insurance in force. 


HOME OFFICE: Omaha, Nebraska 
CANADIAN OFFICE: Toronto 


Street. 





Town and State. 
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Telephone Number. 








Indiana Lists Minimum 


for Training Agents 


(CONTINUED FROM PAGE 3) 

such as double indemnity, waiver of premium, 
disability income, return of premiums, etc. (D) 
The policy contract and its provisions: (1) 
Contractual nature of the policy contract and 
a basic understanding of the principles of the 
law of contracts as it applies to life insur- 
ance. (2) The nature, purpose, legal implica- 
tions (such as when ‘offer,’ etc.) of the appli- 
cation. (3) The legal nature of the medical ex- 
amination and the health statement form. (4) 
General knowledge of warranties and repre- 
sentations.(5) General policy provisions relat- 
ing to premium payment, change of benefici- 
ary, assignment, what constitutes the policy 
contract, misstatement of age, suicide, in- 
contestability, non-forfeiture, settlement op- 
tions and their use, dividend options and their 
use. 

IV. Understanding of basic life insurance 
needs: (A) Understanding of the uses of life 
insurance such as (and including any others 
than those named in which the agent will be 
expected to work)—(1) Clean-up. (2) Mort- 
gage. (3) Adjustment income. (4) Emergency 
fund. (5) Dependency period income. (6) Edu- 
cational insurance (including an understanding 
of the limitations of the use of juvenile en- 
dowment). (7) Life income for widow. (8) Re- 
*irement income. 

V. Knowledge of the agent’s contract with 
his company. 

VI. General information: (A) Some knowl- 
edge of history, development, economic, soci- 
ological place of life insurance in the economy 
and some understanding of its relative size in 
relation to other factors in the economy. 

In order to avoid unnecessary administrative 
work, it is hereby declared that the life agents 
training material published by National Un- 
derwriter Co. and entitled Essentials of Life 
Underwriting, by Rough Notes Co. and en- 
titled Guide to Life Insurance, and by Insur- 
ance R.&R. Service and entitled Introduction 
to Life Underwriting, meet the above standards 
and are approved provided that they are sup- 
plemented with a review of the substance of 
the following Indiana statutes: Burns Indiana 
Statutes sections 39-4219, 39-4601 through 39- 
4609, 39-5017, 39-5030, and 39-5303 through 
39-5304. These training programs need not be 
submitted to this department for approval; 
mere certification by a company that it uses a 
specified one of these training programs to- 
gether with the supplementary Indiana acts 
cited will be adequate for the records of this 
department. 

Certification of completion of the training 
programs must also contain certification that 
the agent has not only studied the approved 
material but also that HE HAS GIVEN SAT- 
ISFACTORY EVIDENCE OF HIS ABSORP- 
TION OF THE TEXTUAL MATERIAL OF 
TRAINING PROGRAM. The certification may 
be in this form: 


“This is to certify that has com- 


—— 
pleted a training program for life insuranee 
agents, which said program has been aporoveg 
by the Indiana department of insurance: and 
further that said has given satis. 
factory evidence of his absorption of the saiq 
training program, which said evidence is jp 
files of this company; and further, that Said 
evidence will be retained in the files of this 
company for three years for inspection by the 
Indiana department of insurance.) Signed, 
sealed, and dated by company and appropriate 
officer thereof, 

Any misrepresentation in the above de. 
scribed certificate will result in voiding of the 
agent’s license and full penalty against the 
company. 

Absorption can be evidenced by: 

(1) Completion of written questionnaires in 
the agent’s own handwriting covering each 
of the various steps or parts of the course or 
training program. These questions should be 
a type requiring essay answers that necessitate 
and demonstrate the agent’s ability to apply 
the material he has learned rather than a mere 
parrotting back of stock answers; or 

(2) A comprehensive examination in the 
agent’s own handwriting administered at the 
close of the training. 

(3) The completed questionnaire or compre. 
hensive examination must show reasonable 
comprehension of the training program. 

The evidence of absorption of the training 
material (that is, the completed questionnaires 
or comprehensive examination) must be re. 
tained by the company and must be available 
to the office of the commissioner for inspection 
at any time within three years after certificg- 
tion. 


Franklin Life Open House 


CINCINNATI—Franklin Life’s new 
regional headquarters were opened 
formally with an “open house” recep- 
tion attended by 200. Assisting Sol 
Kolodny, regional manager, were 
James A. Hands and Allen V. Dowling, 
vice-presidents. Headquarters for the 
southern Ohio, northern Kentucky and 
eastern Indiana area are in the Ter- 
race Plaza hotel building. 


Prudential Advances Two 


James J. Ziton, who joined Pru- 
dential in 1949 as an agent at St. Paul’s 
Westview district, has been promoted 
to staff manager in the St. Paul East- 
view office. 

Richard T. Medlen, with Prudential 
since 1936, has been promoted to staff 
manager at Wausau, Wis. He started 
with Prudential at Toledo and was 
transfered to the Racine, Wis., district 
in 1945. 


































Write: FORREST D. GUYNN 
Director of Agencies, Dept. N-12. 


The Old Line Life Insurance Co. 
of America 
Milwaukee 1, Wisconsin 


LIFE ... SICKNESS... 


ACCIDENT... 
A General Agency Company a 


OUR EXPANSION PROGRAM OFFERS 
A TREMENDOUS OPPORTUNITY 


FOR QUALIFIED AGENTS 


*& FINANCIAL ASSISTANCE 


Top Commission Contracts 
Salaried Agents Contracts 


%* COMPLETE LINE OF MODERN COMPETI- 


TIVE POLICIES 
(Participating and Non-Participating) 

%& SPECIAL TERM REDUCING MORTGAGE 
PLAN 


*& EXCELLENT ACCIDENT AND SICKNESS 
AND HOSPITALIZATION POLICIES 


%& SUB-STANDARD TO TABLE “P"” 
(500% Mortality) 


General Agencies available in Ohio, 
Iinois, Indiana, lowa, M’ :higan and 
Minnesota 






INSURANCE COMPANY OF AMERICA 
HOME OFFICE: MILWAUKEE 


HOSPITAL 
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Denton to St. Louis 


for General American 


George W. Denton, manager for two 
ars of General American Life’s group 





erations in Ohio, with headquarters 
at Cleveland, has been appointed man- 


ager of group sales and services in 
metropolitan St. Louis. Mane 

The company 1s consolidating and 
expanding group activities in its home 
office city. Group _ representatives 
working there with Mr. Denton are 
John T. Hermen, William E. Biggs, 
Edward C. Eckhoff and Wiley More- 
a Denton completed General 
American’s training course, spending 
the last half of his four-year training 
period developing group cases in St. 
Louis before going to Ohio in 1953. 





Hewett to Retire from 
Life of Georgia Post 


Charles C. Hewett, director of agen- 
cies for Life of Georgia in Georgia, 
Florida, and Alabama, will retire at 
the end of the year after 48 years with 
the company. He has been zone I di- 
rector since 1951. For 15 years he man- 
aged the company’s costal area with 
headquarters at Savannah. Prior to 
that he held management positions in 
Birmingham, Ala. 





Albert Hall Explains 


Premium Rate Gradation 
(CONTINUED FROM PAGE 3) 

even more sound and equitable ba- 

sis.” 

The Berkshire plan, which was de- 
scribed some months ago in THE Na- 
TIONAL UNDERWRITER, tentatively calls 
for three size classes—under $5,000, 
$5,000 through $12,499, and $12,500 
and up. 

“They were chosen following an 
analysis of our new business by size 
of policy and seem to be best for our 
own situation,” said Mr. Hall. “In an- 
other company, it is quite possible 
that any other number of classes of or 
limits of classes might be argued for 
with equal validity.” 

Under this type of setup it was 
found that, roughly speaking, the pre- 
mium differential per $1,000, intro- 
duced by the use of appropriate aver- 
age amounts in each class was $1.50 
to $2 as between policies under $5,000 
and policies of the second category 
and 75 cents to $1 between policies 
in the second category and those in 


the $12,000-and-up category. 

“From this analysis it may be seen 
that the effect on premium of increase 
in average size varies somewhat in- 
versely with the increase,” Mr. Hall 
said. “If we were to assume that the 
per-policy costs were in the neighbor- 
hocd of $9 per year this would turn 
out to be ‘per $1,000’ costs of the fol- 
lowing amounts, depending upon the 
average size of policy: for a $2,500 
average size, $3.60 per $1,000; for a 
$5,000 average size, $1.80 per $1,000; 
for a $10,000 average size, 90 cents per 
$1,000; for a $30,000 average size, 30 
cents per $1,000; for a $50,000 average 
size, 18 cents per $1,000; for a $100,000 
average size, nine cents per $1,000. 

e e e 

“It is quite evident, therefore, that 
the effect on premiums of varying 
the assumptions as to average size 
becomes of little practical significance 
at the higher averages. For example, 
the difference of premium between 
assuming an average size of $30,000 
and $50,000 is only 12 cents per $1,000 
and between $50,000 and $10,000 is 
only nine cents per $1,000 under this 
hypothesis. 

“It is understood, of course that 
these figures are purely for illustra- 
tive purposes and do not represent in 
any way the Berkshire’s estimate of 
the impact of such costs. They do il- 
lustrate the general principle  in- 
volved, however.” 

Mr. Hall said that an alternative 
method of assessing costs, the so- 
called English system of the policy 
fee, presents some difficulties. Under 
this method a premium is calculated 
sufficient to cover the benefits guar- 
anteed together with the expenses 
which are presumed to be per-$1,000 
expenses. This is a so-called basic 
rate. 

e ® e 

To obtain the total premium for any 
given policy this basic rate must be 
increased by the policy fee divided by 
the amount of insurance. For exam- 
ple, if the policy fee, in the above 
hypothetical illustration, were taken 
as $9 per policy then the basic rate 
would be increased by the per-$1,000 
amounts quoted above. This would 
mean on a $2,500 policy the rate per 
$1,000 wculd be the basic rate quoted 
plus $3.60. On $5,000 the premium 
per $1,000 would be the basic rate 
quoted plus $1.80. On $15,000 the pre- 
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’ General Agents 
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A 
gency Managers 


in the 10 Western States .. . 


If you are interested in any one of these appointments 
sit down right now and write to Kenneth W. Cring. 


PACIFIC NATIONAL LIFE ASSURANCE CO. 


411 East South Temple © Salt Lake City, Utah 
RAY H. PETERSON, President - KENNETH W. CRING, V.P. & Supt. Agencies 


(CONTINUED ON NEXT PAGE) 
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A 2-year plan—one of the most liberal both to agent and general agent. 


Production Incentive Agreement 
A contract for prospective agents unexcelled by leading companies. 


Training Allowance 


A substantial amount paid to general agents for recruiting and training. 


The Right Combination 


ee 
eee FOR AGENCY BUILDING 





PLUS THESE ADVANTAGES — Success-proven training courses 
‘e Programming schools ¢ Business and tax seminars ¢ Lifetime service fees © 
Complete line, low cost Life, Accident, Sickness, and Hospitalization policies. 


Wa ter H. Huent, President ArNnoutp Bere, C. L. U., Agency Vice-President 


INDIANAPOLIS LIFE 


INSURANCE COMPANY 


Mutual—Established 1905 


INDIANAPOLIS 7, INDIANA 





AGENCY OPPORTUNITIES In Illinois, lowa, Ohio, Michigan, Minnesota, Missouri, North Dakota, Texas, Wisconsin 
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ACTUARIES 
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COATES, HERFURTH & 
ENGLAND 


Consulting Actuaries 


San Francisco Denver Los Angeles 








Haight, Davis & Haight. Inc. 
Consulting Actuaries 

ARTHUR M. HAIGHT, President 
Indianapolis - Omaha 


























GA. VA.-N.Y. 


BOWLES, ANDREWS & TOWNE 
ACTUARIES 


Insurance Company 
MA , C. ity s 


RICHMOND ATLANTA NEW YORK 








ILLINOIS 


MISSOURI 








NELSON and WARREN 


Consulting Actuaries 
Pension Consultants 


ST. LOUIS KANSAS CITY 











NEW YORK 











CARL A. TIFFANY & CO. 
CONSULTING ACTUARIES 


211 West Wacker Drive 
CHICAGO 6 
Telephone FRanklin 2-2633 





Consulting Actuaries 
Auditors and Accountants 


Wolfe. Corcoran & Linder 
116 John Street, New York, N. Y. 

















OKLAHOMA 

















Harry S. Tressel & Associates 
Consulting Actuaries 
10 S. LaSalle St., Chicago 3, Illinois 
Telephone FRanklin 2-4020 
Her 


% S. Tressel, M.A.1.A. W. P. Kelly 
M. olfman, F.S.A. A. Selwood 
M. A. Moscovitch, A.S.A. M. Kazakeff 
D. Sneed L. Miler 


$$$ — 


W. J. BARR 
CONSULTING ACTUARY 


HOME STATE LIFE BUILDING 
OKLAHOMA CITY, OKLA. 























PENNSYLVANIA 








CHASE CONOVER & CO. 


Consulting Actuaries 
and Insurance Accountants 


Telephone WAbash 2-3575 





332 S. Michigan Ave. Chicago 4, IL 

















FRANK M. SPEAKMAN 


CONSULTING ACTUARY 
ASSOCIATE 


E. P. Higgins 
PHILADELPHIA 
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mium per $1,000 would be the basic 
rate plus 60 cents per $1,000. For in- 
tervening amounts of insurance the 
premium per $1,000 would vary and 
would be obtained by adding to the 
basic rate the $9 divided by the 
amount of insurance applied for. 

“This system involves a change in 
the rate per $1,000 with every change 
in amount and has, therefore, never 
been popular or used to any great ex- 
tent,” Mr. Hall observed. “The com- 
plexity induced by varying the pre- 
mium every time the amount is 
changed is quite apparent, and would 
be particularly difficult to handle after 
issue whenever a request for a change 
in plan or amount were desired. 

“The proposal to vary premiums by 
size of policy would not affect the 
non-forfeiture values on dividends in 
the various classes. In other words it 
would not only be possible but would 
also be proper to have premiums 


which vary by size of policy, with 
common non-forfeiture values and 
dividends for all classes, provided fur- 
ther premium differentials had been 
established between each of the class- 
es involved.” 

To answer the objections of states 
that cited their anti-discrimination 
statutes as the reason for non-approv- 
al, Berkshire prepared a legal mem- 
crandum suggesting that it be re- 
ferred to counsel for the insurance 
department or to the state’s attorney- 
general. The memorandum starts off 
by quoting the state’s applicable anti- 
discrimination statute. It was usually 
found that the wording and _ legal 
meaning of the statutes was about the 
same for all states. 

For example, the New York pro- 
vision (section 209) reads: “No life 
insurance company doing business in 
this state shall make or permit any 
unfair discrimination between individ- 
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Rates—$18 per inch per insertion—1 inch minimum. Limit—40 words per inch. Deadline 5 P. M. 
in Chicago office—175 W. Jackson Blvd. 


Friday 
make payment in advance. 
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We Need 3 Men 

For Top Staff Jobs 

In Our Agency Department 

Growth of this major life insurance com- 
pany makes it imperative that we find three 
top grade men for major staff responsibili- 
ties in our agency department. These men, 





GROUP FIELD 
MEN WANTED 


Outstanding opportunities are offered 
experienced Group Field Men by a strong 
Southern life insurance company which is a 
leader in the Group field. An intensive ex- 





when they deal with our agency gers, 
will be extending the effective direction of 
the heads of the department—maintaining 
for them the close touch with the field of- 
fices which they cannot continue on a per- 
sonal basis. 

For these three important positions, we 
will want men with the proper background 
to give promise of real success. Applicants 
should state age, salary requirements and 
give full detail on education and experi- 
ence. Replies will be kept confidential and 
interviews will be carefully arranged for 
the convenience of applicants to be con- 
sidered. 

Substantial employee benefits—includ- 
ing hospital and life insurance and pen- 
sion plans—are added valuable considera- 
tions with these jobs. 

If you are interested, or have a friend 
who is, please see that the letter of appli- 
cation tells all the story since interviews 
will be arranged on what we learn from the 
letters. 

Address Box #J-65, c/o The National 
Underwriter Co., 175 W. Jackson  Blvd., 
Chicago 4, Ill. 








OFFICE SPACE 
SKOKIE, ILLINOIS 


Approximately 2,500 sq. feet suitable for branch 
, Office operations. Available Jan. Ist. Various 
office sizes. Heat, light and air conditioning 
furnished. Near C.T.A. and North Shore trans- 
portation. See MR. REGAN or MR. McBRIDE, 


ARMOND D. KING, INC. 
5120 Oakton Street 
ORchard 3-1234 — IRving 8-6566 


pansion program has opened excellent job 
opportunities in Louisiana, Texas, Missis- 
sippi, Georgia, North Carolina, Kentucky, 
Virginia and West Virginia. 

More than a thousand groups located 
from Virginia to Florida and westward to 
Texas have this company's coverage. It is 
one of seven companies providing group in- 
surance for employees of U. S. Steel. 

Applicants should have good records in 
group selling, possess supervisory ability, 
and Le free to travel limited territory. Reply 
in confidence, giving complete personal 
data and business history, to Box #J-41, 
c/o The National Underwriter Co., 175 W. 
Jackson Blvd., Chicago 4, Ill. 








ACTUARIAL OPPORTUNITY 


Strong, middle western life company with 
an unusual growth record has opening for 
a man who has Associateship standing in 
the Actuarial Society or who has passed 
three or more parts of the examinations. 
This is a splendid opportunity for a student 
to broaden his experience. His responsibili- 
ties will not be confined to one department 
and possibilities of advancement are excel- 
lent. Present standing and business experi- 
ence will be given appropriate recognition. 
Send replies with outline of experience and 
personal information to: Box #J-50, The 
National Underwriter Co., 175 W. Jackson 
Boulevard, Chicago 4, Illinois. 











WANTED NON-CAN AGENCY 


Want general agency arrangements with a 
comoney writing “‘Non-Can Accident and 
Health Policies’. Financial, reliable and experi- 
enced producer can deliver acceptable premium 
volume. Wish to specialize in this field in North- 
ern California. Write Box J-63, The National 
gag Co., 175 W. Jackson Bivd., Chicago 
, HMlinois. 








ACTUARY WANTED 


as Executive Officer of Nevada Industrial Com- 
mission. State owned Compensation Insurance 
Fund with approx. 5 million annual premiums, |5 
million assets. Minimum 5 years actuarial exp. 
plus MBA or exper. equivalent. State salary ex- 
pected. Write Gov. Charles H. Russell, c/o State 
Personnel Dept., Carson City, Nevada. 











DON’T READ THIS if you are 
completely satisfied with big city 
living—but 

WHY NOT LIVE BETTER FOR LESS? 


Office space is available for two experi- 
enced life underwriters in growing commu- 
nities in the state of Vermont... .. With 
an established and progressive agency of 
an old line New England Company. 


Write in confidence to Box J-47, The 
National Underwriter Co., 175 W. Jackson 
Blvd., Chicago 4, Ill. 
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uals of the same class and equal ex- 
pectation of life, in the amount or pay- 
ment or return of premiums or rates 
charged by it for policies of life in- 
surance or annuity contracts or in the 
dividends or other benefits payable 
thereon, or in any of the terms and 
conditions thereof; .. .” 

The memorandum observes that for 
some reason the general impression 
has existed that the section of the 
statutes reading “of the same class 
and equal expectation of life” relates 
solely and exclusively to factors of life 
expectancy and has nothing to do 
with any other common denominator 
which may exist within any grouping 
of individuals. 


“It is submitted that this is an 
aborted interpretation of the statute, 
for it ignores completely any recogni- 
tion of the meaning of ‘class’ and pre- 
supposes that the word ‘class’ has no 
standing for the simple reason that it 
cannot have any meaning except that 
related to life expectancy,” the mem- 
orandum continues. ‘“‘We contend that 
the expressions ‘same class’ and ‘equal 
expectation of life’ are two entirely 
separate factors, each to be given its 
proper weight and fair interpretation 
in arriving at a total understanding 
of what the entire statute means. 

“The two expressions are not to be 
construed conjunctively, which gives 
a total interpretation simply meaning 
‘same expectation of life,’ but should 
be construed as separate and distinct 
qualifications, each having its cwn 
place in the over-all meaning of the 
statute. In other words, we should, 
finding no precedent in logic for any 
commonly conceived feeling that it re- 
lates solely to factors of mortality, look 
upon the matter as being an interpreta- 
tion of first impression and thus all 
words given their fair and ordinary 
meaning.” 

After citing dictionary definitions to 
the effect that ‘class’ means ‘a group 
of individuals ranked together as pos- 
sessing common _ characteristics or 
having the same status,’ the memo- 
randum goes on to say: 


“Thus, jn determining which in- 
dividuals are to be placed in each 
category we must classify them in 
accordance with some common char- 
acteristic cr resemblance. ... Thus, 
if we do not prejudge what ‘class’ is 
to mean or ignore the existence of the 
term entirely we find that ‘class’ need 
not be confined solely to mortality fac- 
tors but may relate to many common 
characteristics, such as_ classes of 
stcckholders, classes of creditors, 
classes of society, etc.” 

The memorandum cites a number 
of court decisions in support of its 
definition of the word ‘class’ as ap- 
plied to policyholders. The memoran- 
dum continues: 

“It is cur contention that given its 
proper place in the interpretive pat- 
tern of such statutes, the word ‘class’ 
can, with equity, reason and in com- 
plete conformity with the over-all 
purpose of the statute, be given the 
meaning of a grouping of individuals 
in accordance with the size of policy 
which they hold, each class being 
grouped because of its respective unit 
cost to the company based on size of 
policy alone; or conversely, to group 
within a given class all those policy- 
holders who, because of the larger size 
of each policy within an equitable and 
reasonable grouping, place less of a 
burden upon the insurance companies 
per unit, cost-wise, and thus should 
fairly and equitably be placed in a 
separate class for the purposes of pre- 
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mium, all properly within the provi. 
sions cf the statutes prohibiting dis. 
crimination. 

“Because of the lesser unit cost, or 
. . . because of special services to be 
rendered by insured, in connection 
with furnishing information on agents 
of the company, it should be perfectly 
proper to provide special benefits to 
those policyholders who create (of 
course within reasonable sroupings) 
a lesser net burden upon the company 
and thus should be fairly entitled to 
special premiums, for otherwise the 
term ‘class’ is meaningless or is twist. 
ed into a word of no significance by 
laying emphasis solely upon Other 
words grasped upon such as ‘equal 
expectation of life.’ ” 





Franklin Life Drive 
in Honor of President 
Exceeds $85 Million 


Field men of Franklin Life paid tr. 
bute to their president, Charles Eg 
Becker, with more than $85 million in 
sales during a six weeks drive in his 
honor, which was concluded success. 
fully Nov. 30. 

With the theme, “It’s Goal to Go for 
$2 Billion,” sales during the campaign 
pushed insurance in force over the $2 
billion mark, and on Nov. 14, field men 
staged a special one day “Capacity 
Effort Barrage” to celebrate Mr. Beck- 
er’s birthday. Objective was to equal in 
one day the $18,218,982 in new sales 
produced by Franklin in all of 1939, 
the year before Mr. Becker assumed 
leadership of Franklin. The one day 
effort produced a total of $23,369,270 
in new business. 





General Agents’ Committee Meets 


The semi-annual meeting of Mid- 
land Mutual Life’s general agents’ ex- 
ecutive committee was held at the 
home office. A wide range of subjects 
was discussed with company officials, 

Members of the committee are Gen- 
eral Agents Herman O. Tice of Colum- 
bus, Hanford Bergman of Toledo, 
George Klingensmith of Pittsburgh, 
Lloyd Stillson of Youngstown, Sam 
Van Elgort of Beverly Hills, Cal., and 
Randall Yeager of Warsaw, Ind. 


MANAGEMENT 
CONSULTANTS, 














O’TOOLE ASSOCIATES 


Management Consultants 
To Insurance Companies 
Established 1945 


P. O. Box 101 Queens Village, N. Y. 
Phone — Hollis 4-0942 











BOWLES, ANDREWS & TOWNE 
ACTUARIES 
Insurance Company 
r rst Ty ts 


RICHMOND ATLANTA NEW YORK 
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BANK LOANS 
ON VESTED 
RENEWALS 


THREE OR FOUR 
YEAR REPAYMENT 


UNDERWRITERS CREDIT & 
GUARANTY CORPORATION 
340 Pine Street, San Francisco 4, California 
Southern California & Arizona Branch Office 

9935 Santa Monica Bivd., Beverly Hills, Calif. 
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Expects FTC to Call 
Trade Parley 


(CONTINUED FROM PAGE 1) 

Life company income taxation seems 
destined for another year of temporary 
solution, Mr. Thore indicated. The 
treasury doesn’t like H.R. 7201, pro- 
posed earlier this year by the ways and 
means committee and accepted by the 
life insurance industry. The treasury 
should be taxed within the framework 
of the law applicable to other corpor- 
ations, and until that approach has 
been fully explored a bill based upon 
the investment income theory, like 
HR.. 7201, is not acceptable to the 
treasury as a permanent solution. 

However, it seems unlikely that a 
bill incorporating the Treasury’s phil- 
osphy will be ready in time for consid- 
eration by the Senate finance commit- 
tee before March 15. The Treasury 
has completed a number of studies but 
“the difficult task of formulating leg- 
islation is yet to be done,” said Mr. 
Thore. 

“Under these conditions,” he said, 
“what will be the action of the senate 
finance committee? It could take no 
action in which event the 1942 law 
would apply. Or the committee might 
favor the enactment of H. R. 7201 on 
a one-year trial basis. Or it might 
consider the reenactment of the stop- 
gap law which expired at the end of 
1954, with the 644% flat rate. 


“At this time it appears quite possi- 
ble that the Treasury will recommend 
H.R. 7201 with the understanding that 
they will later propose permanent leg- 
islation consistent with their convic- 
tion that life insurance companies 
should be taxed as other corporations. 
Actions during the early part of 1956 
probably will be limited to temporary 
legislation. 

“If the Treasury can develop its 
proposal for permanent legislation, the 
industry might face hearings in the 
House and possibly in the Senate dur- 
ing the latter part of the coming sess- 
ion. Recognizing the complexity of this 
problem, that the Treasury’s proposal 
will be breaking new ground, that 
adjournment may come early, action 
on permanent legislation in 1955, will 
be unlikely. In any event, the industry 
must hold itself in readiness to deal 
with the problem of temporary legis- 
lation to take care of the tax year 1955 
and at the same time give thorough 
consideration to any bill the Treasury 
performance in both areas might well 
determine the future course of this 
important tax legislation.” 

From Mr. Thore’s statements it ap- 
peared that it would be just as well if 
the life insurance business doesn’t 
have to face having permanent tax 
legislation enacted next year. 

“Next year Congress’ attitude wiil 
be influenced by the political consider- 
ations of an election year,” he pointed 
out. “The political imperative of 
pleasing the greatest number of voters 
tends toward liberality in the field of 
social legislation. Relief to the lower 
income groups will have strong sup- 
port in developing tax legislation. It 
will not be an ideal year to achieve 
changes in the taxation of corpor- 
ations.” 

Mr. Thore also covered all the other 
Washington developments affecting 
the life insurance business. 





Endowments for College 


A long range financial program, 
called living endowment, has been 
started to strengthen and undergird 
Georgetown college, Georgetown, Ky. 
Under it, individuals will be asked to 


buy endowment insurance with the 
college as irrevocable beneficiary. A 
goal of $250,000 has been set. The first 
20-year policy for $1,000 was written 
for Dr. H. L. Eddleman, president. 

Ohio State Life will provide the en- 
dowment policies with F. N. Hayes, 
agency supervisor at Lexington, co- 
operating with the school in the project. 





Mail Invitations 
for New AGH Assn. 


(CONTINUED FROM PAGE 1) 
including the activities now conducted 
in the name of Health Insurance Coun- 
cil. In addition, it urged that the asso- 
ciation require definite initial and con- 
tinuing standards of ethical perform- 
ance as a condition of membership. 

The seven associations making up 
the joint committee—American Life 
Convention, American Mutual Alli- 
ance, Assn. of Casualty & Surety Com- 
panies, Life Insurance Assn., Life In- 
surers Conference, and the bureau and 
conference—approved the report in 
principle. For the present, pending fu- 
ture developments, Life Insurance 
Assn. will retain its responsibilities in 
the field now occupied by Health In- 
surance Council. 

Besides legislative and educational 
services, such as company workshops 
and forums, increased emphasis will 
be placed on research and public rela- 
tions by the new organization. 

The public relations endeavor will 
emphasize improvement in benefits 
and services to the public at the com- 
pany level coupled with the dissemin- 
tion of adequate and truthful informa- 
tion directed toward development of 
public understanding of the A&H busi- 
ness. 

Subject to final determination, it is 
proposed that the public relations pro- 
gram be directed by Institute of Life 
Insurance, the detailed work being 
done by A&H staff specilists, so that 
the experience and contacts of the in- 
stitute may be used to give immediate 
strength and impetus to the program. 
Broad policy control of public relations 
program would be developed by a 
committee of company executives re- 
porting to the association’s board. 

Nominated as directors of the new 
association were R. A. Hohaus, Metro- 
politan; J. W. Scherr Jr., Inter-Ocean; 
V. J. Skutt, Mutual Benefit H.&A.; 
G. N. Watson, Crown Life; E. W. Craig, 
National L.&A.; H J. Stewart, West 
Coast Life; F. L. Harrington, Massa- 
chusetts Proteetive and Paul Revere 
Life; M. G. Hubbard, Commercial Tra- 
velers Mutual; Armand Sommer, Con- 
tinental Casualty; T. T. Wallace, Great 
American Reserve, Millard Bartels, 
Travelers; L. P. Hemry, American Mu- 
tual Lmbility; J. C. Higdon, Business 
Men’s Assurance; C. H. Tookey, Oc- 
cidental Life of California, and R. J. 
Wetterlund, Washington National. 





Clark Writes on Own Insurance 


Paul F. Clark, president of John 
Hancock, has written an article, ‘“Liv- 
ing with Life Insurance,’ which ap- 
pears in the December issue of Estate 
Planners Quarterly. Mr. Clark, who 
purchased his first policy in 1915 and 
has bought 27 more since then, takes 
a look at his own insurance program. 
He documents his article with 10 ex- 
hibits of life insurance in action, show- 
ing reducing net costs and increasing 
cash values through the years. 





Equitable Gives to Colleges 


Macalester and St. Thomas colleges, 
St. Paul, have received gifts of $1,000 
each from Equitable Society to be used 
to increase faculty salaries. 


November Sales Figures 
Credited to Wrong Insurer 


In an item in last week’s issue report- 
ing November sales results, figures for 
Bankers Life of Nebraska inadvertent- 
ly were attributed to Bankers Life of 
Iowa. 

New issued and paid-for business of 
Bankers Life of Iowa for November 
was $23,351,168, an increase of more 
than $4.5 million over the same month 
last year. Of the total, $15,780,011 was 
ordinary insurance. Production for the 
first 11 months totaled $224,829,748 
ordinary accounting for $144,317,652. 
Insurance in force at the end of Novem- 
ber reached a new high of $2,352,851,- 
025. 

Bankers Life of Nebraska’s No- 
vember sales exceeded $7 million, an- 
increase of 26% over the same month 
in 1954. Sales through the first 11 
months are up nearly $3 million over 
the entire best previous years. 


Predicts 1955 Sales Will 
Reach Record $47 Billion 


(CONTINUED FROM PAGE 1) 
insignificant proportions. within the 
decade can be read both as a re- 
flection, and as a facilitating factor 
in, the expanding utilizaticn of cred- 
it.” ae 

The LIA _ program included the 
presidential address of President Ray 
D. Murphy of Equitable Society and 
the investment report of James J. 
O’Leary, LIA director of investment 
research, whose talks are reported 
elsewhere in this issue, and two panel 
discussions which will be reported in 
next week’s issue. 








W. T. Grant Month Sales 
Set B.M.A All-Time High 


Business Men’s Assurance had its 
most successful sales month in No- 
vember when production was in honor 
of the company’s founder, the late 
W. T. Grant. 

Total A&H, group and life produc- 
tion was up 14% over November of 
1954, the previous all-time high month. 
Paid and issued life business amounted 
to $21,583,000, a gain of 16%. 

Life insurance in force has increased 
more than $114 million during the first 
11 months, bringing the total to $978 
million. BMA now is within $22 mil- 
lion of having a billion dollars of life 
insurance in force. 

Don E. Robinson, Portland, Ore., 
was winner of the Grant month plaque 
and led the entire field force in pro- 
duction. The H. G. Horn agency at 
Portland led all branches. 





Quaker City Life has applied for a 
license in California. 


E. M. McConney Is New 


Chairman of Institute 
(CONTINUED FROM PAGE 5) 
plete understanding of our position, 
and that they do not lack the needed 
facts to arrive at sound decisions.” 

The program included a panel dis- 
cussion of the institute advertising 
which is reported elsewhere in this is- 
sue, as are the preliminary report on 
the new national survey on life insur- 
ance ownership and a panel on insti- 
tute activities, led by President Holgar 
J. Johnson. Frank Pace Jr., executive 
vice-president of General Dynamics 
Corp., and former secretary of the 
army, was the luncheon speaker. 

The institute’s new chairman, Presi- 
dent E. M. McConney of Bankers Life 
of Iowa, is a past president of the So- 
ciety of Actuaries. He started in life 
insurance with Manufacturers Life in 
Canada. He joined Bankers Life after 
leaving the Canadian army after the 
first world war. He is prominent in 
civic and educational work in Des 
Moines and is a past president of the 
chamber of commerce. 





Mutual Trust Has Chicago 


Rally for General Agents 


Mutual Trust Life held its annual 
“Old Faithful League” meeting at Chi- 
cago, attended by 24 of the top-pro- 
ducing general agents during 1955. 

Features of the meeting were ad- 
dresses by Raymond Olson, president, 
and other company officers and staff 
members of the agency department. 

Panel discussions were led by Gen- 
eral Agents F. T. Livermore, Pomona, 
Cal.; C. G. Baker, Rochester, N.Y.; 
W. E. Grof, Boston; Bernard Bergen 
and B. M. Eiber, Brooklyn; J. O. Ware, 
Milwaukee; H. B. Beckman, Rockford, 
Ill.; C. J. Homann, Madison, Wis., and 
A. L. Tiedemann, L. I. Lester, D. L. 
Shepherd and J. J. Woods, all of New 
York City. 





Columbus Blue Cross 


Rates Are Increased 


The Ohio department has approved 
rate increases for group family con- 
tracts and direct pay standard con- 
tracts of Central Hospital. Service 
Assn. (Blue Cross) of Columbus. The 
family group pay roll deduction con- 
tract will now cost $4.50 a month as 
against $4.10, and the direct pay at 30- 
day standard $125 deductible contract 
will cost $2.35 for individuals against 
$1.85 and $4 per families, no change. 

The Blue Cross originally asked an 
increase of 30 cents a month in the 
direct. pay family contract and a $50 
limitation on maternity. The increase 
in rates was denied, but the $50 limit 
on maternity was approved to take 
effect nine months after the effective 
date of the change. 





48th Year of 


Friendly Dependable Service 


Peoples Life proudly salutes its 
Agency Force for Outstanding Suc- 
cess in presenting to the public 
Financial Independence and Life 





Time Security via Life Insurance 


PEOPLES LIFE INSURANCE COMPANY 


“The Friendly Company” 
Frankfort - 


Indiana 
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Nationwide Agents 


Demanding Recognition 
(CONTINUED FROM PAGE 2) 
ments are being checked for outside 

licenses. 

This termination of broker licenses 
the agents particularly would like to 
discuss with the company because it 
will represent a real loss in earnings, 
especially to the more successful 
agents. Agents, he said, would like at 
least to broker business Nationwide 
Mutual does not write. He pointed out 
that in West Virginia the company re- 
cently introduced “operation simplici- 
ty” and introduced the policy of writ- 
ing in that state only fire, life and pri- 
vate passenger cars for 25/50 limits. 
This means no more commercial busi- 
ness which agents cannot place else- 
where. In Connecticut the company 
writes all lines except boiler and ma- 
chinery, plate glass, inland marine and 
bonds. 

The new master, or 10% contract, 
does promise to pay 25% of the pre- 
vious year’s commissions to the agent 
whose contract is terminated by the 
company at the end of three years. 

This percentage is 50 at the end of 
five years and 100 at the end of 10 
years. However, it is paid monthly, on 
condition the ex-agent does not write 
insurance business. 

The new contracts, 10 and 8%, pay 
a flat fee for new auto business, $6 on 
BI and PDL, compared with the form- 
er $4; $6 for collision, compared with 
$4.75; and $3 on fire and comprehen- 
sive, compared with $2.25. On straight 
fire business the company will pay 
20% on new and 15% on renewal after 
Jan. 1. The commission previously 
has been 12%. 





Mutualization Plan of 
Midland Mutual OKd 


Policyholders of Midland Mutual 
Life at a special meeting at Columbus, 
O., conducted by Superintendent Prya- 
tel approved a proposal for mutualiza- 
tion. Trustees now will be named by 
the Ohio department to carry out the 
details, something that may require 
several months. 

Last summer company directors ap- 
proved mutualization and later stock- 
holders rejected an offer of Ohio 
State Life to pay $1,000 a share for the 
stock. They now will receive $200 a 
share, the redemption value. 

Midland Mutual was established as 
a stock company because at the time 
there was no provision in Ohio law to 
finance a mutual. The charter pro- 
vided, however, for mutualization later 
if the law was changed and the stock- 
holders and directors approved. This 
has been accomplished. Under the 
company’s former operation plan, 
stockholder dividends were limited to 


10%, the surplus going to policy- 
holders. 


Minnesota Mutual Eases 


Aviation Underwriting 


Minnesota Mutual Life will consider 
standard insurance to a limit of $50,- 
000 on life or endowment plans exclud- 
ing whole life and “north star special” 
for pilots and crew members flying 
anywhere in the world for U. S. certi- 
fied and scheduled air carriers, pro- 
vided such airlines have maintained 
scheduled flying for a minimum of two 
years. 

Policies issued will be without term 
riders. Waiver of premium is included, 
but double accident cannot be con- 
sidered. For existing policyholders, re- 
moval of extra premiums already as- 
signed will be made on the next 
premium due date. 


National Union Posts 
$500,000 to Continue 
Business in Florida 


National Union Life has _ posted 
$500,000 with Alabama _ Insurance 
Commissioner Gwaltney to cover a 
deficit in its capital structure, thus 
obtaining permission to continue doing 
business in Florida. 

Florida Insurance Commissioner 
Larson was conducting a hearing in 
Tallahassee, called for the company to 
show cause why its license should not 
be revoked for insufficient assets, 
when Robert L. Lacey of Birmingham, 
a board member, flew in from Mont- 
gomery to report his company had de- 
posited a certified check with the 
Alabama treasurer. 

Commissioner Larson recessed the 
hearing and, after confirming the 
statement by telephoning Commis- 
sioner Gwaltney, said National Union 
could continue doing business in Flor- 
ida but would have to make drastic 
revisions in its setup. 

An audit revealed assets totaled 
$1,217,993 while liabilities were $1,- 
517,607 a couple of months ago. Wil- 
liam W. Downs, former executive 
vice-president, thought the company’s 
financial condition has deteriorated 
further since the audit. Robert M. 
Morgan, Miami accountant hired by 
Mr. Larson to examine the books, said 
the company was grossly mismanaged. 
John S. Rippendelli, associate actuary 
of the state insurance department, said 
the company did not know how many 
policies it had in force. 

The Dade county grand jury, which 
investigated National Union, said re- 
cently the company was insolvent by 
$230,000. 


Pa. Broadens Group 
Life, A&S Provisions 


Gov. Leader of Pennsylvania has 
signed into law a bill which lowers 
the minimum number of employes, 
that are eligible for group life insur- 
ance from 25 to 10 and reduces, from 
25 to 10, the number of employes 
eligible for group A&S. The law per- 
mits the issuance of A&S policies to 
members and employes of associations, 
including labor unions. In the case of 
such associations, however, the min- 
imum number of members or employes 
that can be insured is 25. 

The law also permits the issuance of 
blanket A&S to cover groups of per- 
sons who are subjected to temporary 
and specific hazards, such as while 
being transported by motor vehicle or 
plane. There is no limit on the number 
of persons who can be insured under 
such policies. 

It ‘also permits the issuance of fran- 
chise A&S policies covering employes 
of a private or public business or 
agency or members or employes of 
associations and labor unions. This 
type of cover contemplates the issu- 
ance of individual policies for the ben- 
efit of insured and is intended to cover 
groups not normally covered by the 
customary forms of group insurance. 








The company’s Miami attorney said 
its $10 million libel suit against Florida 
Assn. of Life Underwriters will be 
dropped. The board of the association 
several months ago adopted a resol- 
ution asking Florida insurance au- 
thorities and securities and exchange 
commission to investigate the com- 
pany. SEC suspended the company’s 
right to sell certain types of stock. 





Late News Bulletins... 











(CONTINUED FROM PAGE 1) 
the Treasury can select persons to advise it on the problem of finding a suitable 
tax basis for life companies. The Treasury secretary is anxious to have a tax 
basis for life companies such that the regular corporate tax rate will apply, after 
due allowance has been made for reserves and other features peculiar to the life 
insurance business. The Treasury, with Congressional sanction, is making a 
study of various methods of taxing life companies. The Treasury staff studies 
are being conducted jointly with the staff of the joint congressional committee 
on internal revenue taxation and the House ways and means committee. The 
life insurance technicians will be available at the Congressional and Treasury 


staffs. 


Folsom Urges Private Health Insurance 

NEW YORK—tThe great need for better and more widespread health insur- 
ance “is a challenge to you as a vrivate industry—a challenge to your initiative, 
your enterprise, your creative spirit,” Secretary Folsom of the Department of 
Health, Education and Welfare told the Life Insurance Assn. of America at its 


annual meeting here. 


“Your own experience shows that when attractive policies are developed at 
the lowest possible prices and when these policies are offered with drive and in- 
genuity they are accepted in large volume,” he said. “This process is in the tra- 
dition of Yankee enterprise and know-how. It is good business for you, it helps 
people, and benefits the nation. As you in private enterprise meet the need of 
the people, then the people will not find it necessary to resort to broad govern- 
ment action. With its record of great growth in the past and with great needs 
still to be met, one thing is certain—private insurance has not achieved the full 


place destined for it in our society.” 


Indict Five in Sale of Capital Life of S. C. 

COLUMBIA, S.C.—Indictments on charges of conspiracy in connection with 
the sale of Capital Life to United of Chicago were returned by the grand jury 
here against D. D. Murphy, former South Carolina insurance commissioner 
G. R. P. Farquhar and Bradley Layton, former officers of Guaranty F. & M., 
now in receivership; O. T. Hogan, chairman of United, and Paul Temple, Chi- 


cago business broker. 


The indictments charge they “unlawfully” agreed to band together to “bring 
about misconduct and malfeasance in office’? by Mr. Murphy. Further charges 
are that Mr. Hogan and Mr. Temple paid the other three against whom indict- 
ments were returned $80,000 for bringing about the sale of Capital Life through 


“false misrepresentations”. 


Mr. Hogan declared he was “absolutely innocent of the charges,” and added, 
“I have never talked with Farquhar or Layton and have never discussed the 


Capital Life situation with Murphy.” 


Expect Early February 
Hearing With Governor for 
United, Chicago, Officials 


It now is expected the personal 
hearing of certain United of Chicago 
officials with the Illinois governor's 
commission, in connection with 
South Carolina extradition request, 
will be held early in February. In 
view of this, an informal hearing be- 
fore circuit court at Chicago was con- 
tinued to Feb. 15. The circuit court 
hearings are informal in nature, de- 
signed to keep the matter alive unti! 
after the personal hearing can be held 
with the governor or his commission, 

The extradition involves charges 
against D. D. Murphy, former South 
Carolina insurance commissioner, who 
now is with Coastal States Life of At- 
lanta, and Bradley Layton, former 
vice-president of Guaranty Fire & 
Marine of Columbia, now in receiver- 
ship, which alleged payment of $80,000 
by United to bring about the sale of 
Capital Life, also of Columbia, to 
United for less than its real value. 
O. T. Hogan, chairman of United, and 
Paul Temple, an independent business 
broker, are charged with making the 
payments and have refused to answer 
warrants issued against them. 

Messrs, Murphy, Layton and G. R. P. 
Farquhar, former president of Guaran- 
ty, are charged under the Columbia 
warrants with defrauding Capital Life 
of $1 million “through the malfeasance 
of office” of Mr. Murphy. It is charged 
they received some $80.000 for forcing 
the Capital Life sale to United through 
threats of receivership and that the 
“pay-off” was run through various 
companies’ books for concealment. 





OK Limited Capitalization 


of 6 New Texas Insurers 


AUSTIN—According to a ruling of 
Attorney Gen. Shepherd, six Texas 
life companies organized last spring 
will not be required to increase their 
capital and surplus in accordance with 
Texas law, effective Sept. 6, which set 
new minimum capitalization standards 
for life companies. 

The companies in question were 
organized near last May 15, the dead- 
line set under new law for starting 
limited stock companies. Mr. Shepherd 
ruled that the companies were within 
the “now operating” provision of the 
law by the time of its effective date, 
Sept. 6. 

The question of legality of the new 
companies was raised by Garland A. 
Smith, chairman of the board of com- 
missioners. 





New Texas Laws Put Under 


Glass by Senate Committee 


AUSTIN—A first “look-see”’ by a 
senate investigating committee into 
the effectiveness and enforcement of 
some of the 22 new insurance laws 
in Texas was held here, with the three 
members of the board of insurance 
commissioners as principal witnesses. 
The committee indicated it will hold 
another hearing later, but stressed it is 
not “investigating the industry.” 

Garland A. Smith, chairman of the 
board, informed the senators that 25 
more examiners, in addition to the 39 
presently employed, will be needed to 
make more than 1,200 examinations 
required in the next year. 

In general, the commissioners said 
the new laws are “working well” and 
will provide soundness for insurance 
operations. Mr. Smith noted that a 
“grandfather” clause permits contin- 
ued operation by companies previously 
formed, including a few considered 
shaky.” 





THOMAS F. ROSE, 50, Kentucky 
state manager for Wabash Life, died 
at Louisville. 
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C. B. McCaffrey tells Northwestern Mutual agents how to tackle Advanced Underwriting problems. 


" YNAMIC” is the word for C. B. McCaffrey. He’s 
Director of Advanced Underwriter Training at 
Northwestern Mutual. Hundreds of agents who’ve 
listened to him can tell you he rates full attention. 
Mr. McCaffrey directs several seminars throughout 
the country every year. He gives Northwestern 
Mutual agents a real postgraduate course on how to 
solve policyholders’ personal and financial problems, 
using the latest “facts from Washington.” For the 
Annual Meeting of the Association of Agents, he ar- 
ranged to have an attorney in the gallery of the Senate 
report via direct telephone hookup the up-to-date 
progress of the new Tax Bill. 
He’s an editor, too. Periodically he sends out the 
Advanced Underwriting Digest. And if there’s a timely 
topic that rates special attention, you can be sure 


““Mac” and his capable staff, including other attorneys, 
are “right there with the facts.” 

A good example is the Company’s 28-page booklet, 
“Spotlight on the Revenue Act of 1954.” It reached 
every member of the field force almost as soon as the 
Bill was made law .. . And it’s always that way. North- 
western Mutual men don’t have to wonder ‘“what’s 
new.” They’re the best-informed in the profession. 

The Company’s Advanced Underwriter Training 
program is typical of the high quality of help North- 
western Mutual provides for its agents. That’s one 
reason why so many of them are consistent winners of 
the National Quality Award. And it’s a reason why 
Northwestern Mutual has 172 of its agents in the 
Million Dollar Round Table—one out of thirteen of 
its full-time agents. 


THE NORTHWESTERN MUTUAL LIFE INSURANCE COMPANY 


MILWAUKEE, WISCONSIN 
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A qoin of over a billion 
in lose thon 5S years 


' The tremendous public acceptance of Franklin’s 
Savings-Plus-Protection contracts has made possible 
this record- of growth . . . one of the most dramatic 

in the history of Life Insurance 
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